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With Which is Combined 
GOoD HARDWARE 





IN ALL SIZES 

FOR ALL KINDS OF 

SHOTGUNS 

RIFLES 

~>E FEN REVOLVERS 
ANI Nn  -—™— AND PISTOLS 


UPON 





‘The Hardware Dealers’ Magazine” Published Every Other Thursday 








Just in Time for EXTRA Christmas Sales! 


NEW ITEMS 


IN PYREX WARE 





HEY’RE just out,these 
new Pyrex Brand* 
Ovenware items! Feature 
them on your Christmas gift 
counters. They’ll speed up 
sales of your already fast- 
moving gift Pyrex Ware. 
We’re bowing to popular demand 
with two new sizes of the No. 683— 
1!.-qt. Pyrex Casserole with Utility 
Lid. They’re numbers 684 and 686, 
2 qt. and 3 qt. respectively .. . retail- 
ing for $1.25 and $1.65. You'll find 
them worthy companions of one of the 
fastest sellers in the Pyrex Ovenware 
line. 
Then there’s the new “L-1”’ Decorated 
Pyrex Ware. It effectively fills the price gap 


CORNING GLASS WORKS - CORNING, NEW YORK 


Hardware Age, published every other Thursday by Iron Age 
Mth St New York, N. Y Entered as second-class mat er 
$1.00 per year Sing!e« copies, Loe eacl Vol. 1532, No 


Publishing Co 
March 24. 1933 
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BRAND * 


between plain Pyrex Ovenware and the 
engraved style. It rings the bell with those 
Christmas shoppers who want something a 


little better than plain ware . . . something 


with a real “‘gifty’”’ appearance. 


ORDER TODAY! 


Get these new Pyrex Casseroles and the new 
decorated Pyrex Ware out on display now 
to catch the full swing of the Christmas gift 
trade. Phone or wire your order for quick 
delivery from your jobber today. 


co 
at the PP ost Office at Philadelphia under the 


Publication Office, N. W r. 56th and Chestnut Sts.. Philadelphia, Pa 
> 87% 











FAST 
FULL 


Sell the new L-1 
Decorated Pyrex Ware 


at these Prices for 





Dish No. 

622 Casserole 
623 Casserole 
624 Casserole 
626 Casserole 


SALES... 
PROFIT 
Suggested 
Retail 
Prices 
PY Peete 
Serre e 1.25 
sid metanas 1.50 
eye rerrrs 1.85 


683 Casserole L-1.......... 1.25 
414 Custard Cup L-1l....... 15 
416 Custard Cup L-l....... 29 
425 Custard Cup L-l....... -20 
426 Custard Cup... ...cccees 29 
231 Utility Dish. ....cccccee -95 
BF FAG POEs icc ecscicscccs -60 
BU FAS PIMs 005s dcasiccoes 65 
SES Beead Pam... 26 .06ss0e0 85 
rere rere 4.45 





*T. M. Reg 
U. S. Pat. Off 


HARDWARE AGE 


Act of March 3% ’ 


Executive Offices: 2239 W 
(Printed in t S. A 


¥ 


' 
v 


sam 








YOU GET TWO FOR ONE 


ON THIS DEAL 7 
ff 


Magazine holds twenty-two short, seventeen long, or p 


fifteen long rifle cartridges. 













Generously large, military-type finger-groove fore- 


end of fine walnut. 4 
Bolt, bolt-handle, and trigger of durable, Yy 
rustless chromium plate. Ad ( 


Two lugs lock bolt firmly. Safer 
than any rifle with only one lug. 
Rifle cocks when the bolt- 
handle is lifted. Cannot be 

fired until bolt is locked in 
place again. 


You can sell Remington Model 33 bolkt- 
action, single-shot rifles at Christmas time with- 
out half trying. You can't help selling them 
remniong aaa. because thousands of them are already sold. People 


have decided to buy them. 


wy This is nice business. It certainly comes easy, but how 
y 


ig about stepping on the gas and turning it into better business? 


F You Il make more money on the Model 34 bolt-action repeater. 


Red band on firing 
pin shows 
when rifle is 
cocked. 


Military - type 
stock made of 
or Naturally, it is a little harder to sell because it costs more; but 

anyone who wants a Model 33 would rather have a Model 34 
“fj and it’s up to you to show the customer that he'll actually get 
more for his money in the Model 34. Try it and you'll be sur- 


MODEL 34 prised how many sales you can switch to the better rifle that 
BOLT-ACTION 


eae gives you a larger profit. 


REMINGTON ARMS COMPANY, INC., BRIDGEPORT, CONN. 


Originators and Sole Manufacturers of Kleanbore Ammunition 


* ALWAYS SELL 


KLEANBORE 


AMMUNITION —— 








QU LON Semmens 











* 
i DECEMBER 7, 1933 
4 





























~ tcc et eS 
(7 MAIL COUPON NOW! 
r REGARDLESS OF CONDITIONS, INSTANT-GAS STOVE SALES 7 
i HAVE INCREASED EACH YEAR SINCE 1930. ! 
f THE COLEMAN LAMP AND STOVE CO. Srinctcst'tinicationie,Chicere; ios Angeles, Toronto 
j Send me the Beautiful 1934 Catalog on the New Coleman Instant-Gas Ranges just as soon as it is off the press. i 
y Name a 
: win 
1 SS ne oe eae 2] 
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Flies and insects drive cus- experience with otherCyclone 
tomers into hardware stores We feel sure that you will do a Products. Cyclone ‘Red 
1 h Th more profitable business durin Taq” Wi S Cloth 
all over the country. lhose 1934. By offering products whic ag ire ocreen Clot 
customers will go to stores oy consumer pei “a. you is packed in cartons which 
u\ ” will increase your sales materi- . 
that sell ‘‘Red Tag Screen de. Deadbeat EXACTLY fit each roll, thus 
Cloth. If you have this Cy- page haveconsumer acceptance. fully protecting it while in 
clone product to offer them, transit and while on your 





it will increase your PROFIT. Some aggres- floor. An inventory tag is attached to each 
sive dealers have already placed their orders roll for the dealer's convenience. 
for ‘'Red Tag.” | Order from your jobber; if he cannot 
Cyclone ‘Red Tag’’ Screen Cloth, fur- supply you, write us direct. 
nished in standard finishes, widths and 
CYCLONE FENCE COMPANY 


meshes, is woven of the highest quality wire 
General Offices: Waukegan, Ill. 


on modern machinery by the most advanced BRANCHES IN PRINCIPAL CITIES 
methods. Dealers and consumers recognize SUBSIDIARY OF unre [OS stares evan. Conpenateen 
it as a quality product because of Cyclone Pacific Coast Division: 
National Advertising and because of their yp ene thy te align deo 








Seasons Greetings 66 d d 9? 
It is our sincere wish that YC oTrie é 
1934 will bring you health, , 


happiness and prosperity. REG. U.S. PAT. OFF 


Cyclone Fence Company WIRE S$ C REE ad Cc L O T Hi 




















LAWN FENCE BURNER BASKET “RED TAG”’ GATE CATCH-ALL BASKET HARDWARE CLOTH 
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NOW IS THE TIME FOR THAT PRIZE-WINNING 


CHRISTMAS REFRIGERATOR WINDOW 


Right now is the psychological 
moment—just the right time to 
put in your window the clever- 
est, most sales appealing display 
of electric refrigerators you know 
how to make. 


There’s money in reminding 





Besides that profit there are 
hundreds of dollars in cash prizes 
offered in the Electric Refrigera- 
tion Bureau Christmas Window 


Contest. Why not get yourself 


a one-hundred dollar prize? 
There’s a big illustrated folder 
which tells all about this 









contest. If you haven’t a 
copy—send for one this 
minute. Don’t miss this 
chance. 


people between now and rs 
(FS vest © 
7/“ 1N AN 
| ELECTRIC} 


Christmas that the perfect 
answer to “what shall I 


give for Christmas” is an  perriceRaToR 
. . . os 
electric refrigerator. RE % 


in 


ELECTRIC REFRIGERATION BUREAU 


Sponsored by Edison Electric Institute 
420 LEXINGTON AVENUE . ° NEW YORK CITY 
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CLOVER MFG. CO. 


ABRASIVE PAPERS AND CLOTHS — GRINDING COMPOUNDS 


Norwalk, Conn. 





| 


ANNAN AANA 


\ 


CLOVER GREEN-STRIPE 
FLINT SANDPAPER 


- Unit 1 Ream 

a Standard Special 
= i” 8%” x 10%” 
Sheets Sheets 


in grits 
No. 3/0 to No. 3 





CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE CLOTH 
Unit % Ream 


Standard 9” x 11” sheets 
in grits No. 7/0 to No. 2 


Also packed in Display Shelf Boxes 




















50-yard 


CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE 
CLOTH ROLLS 


ECONOMY ROLLS 























DISPLAY in Grits 
SHELF BOXES No. 7/0 to No. 2 
Standard pecial 
9” x 11” 8%” x 10%” 
Sheets Sheets 
SAND- 
PAPER 
ROLLS 
1 inch wide 
in grits 
No. 2/0 and 
No. 1/0 50 yards 
50 yards 










CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE ROLLS 
METAL-CUTTING CLOTH 

in widths 24%” to 24” 
in grits No. 4/0 to No. 2 











CLOVER GREEN-STRIPE 
FLINT SANDPAPER 
HOUSEHOLD PACKAGES 


36-10c. packs of 
20 sheets each fa? 


in Grits No. % 


CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE PAPER 
FLOOR-SANDING ROLLS 


Open or Closed Coat 
60 yards in widths 4” to 12” 


to No. 3% 








CLOVER RED-STRIPE 
TURKISH EMERY CLOTH 


Unit % Ream 
Standard 9” x 11” sheets 
n grits 
No. 3/0 to No. 3 


Also packed in Display Shelf Boxes 








yrnne evo = 







dak ier = 











HOUSEHOLD METAL- 
CUTTING AND EMERY 
CLOTH 


12-10c. packs, 6 sheets each, 
assorted grits 











GARNET FINISHING 


Unit % Ream 


Unit % Ream 


CLOVER ORANGE-STRIPE 


made in Open Coat Only 
Grits No. 7/0 to No. 0 


GARNET CABINET PAPER 


made in both Open and Closed Coat 
Grits No. 4/0 to No. 2 


PAPER Widths 2%” 


CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE METAL- 
CUTTING CLOTH BELTS 


Grits No. 4/0 to No. 2 





to 14” 











CLOVER ORANGE-STRIPE 
GARNET ROLL PAPER 


Made in both Open and Closed Coat 
Widths 4” to 24” 
Grits "No. 6/0 to No. 2 








CLOVER VALVE-GRINDING COMPOUND 


4-oz. and 2-oz. Duplex Cans 
Containing equal parts 
Grades E for Roughing, A for Finishing 


The compound in these cans is suitable for 
grinding valves, lapping cylinders, fitting 
piston rings, etc. 











CLOVER LAPPING COMPOUNDS 
For Shop, Tool Room and Garage 
Put up One Grade to the Can 
%-lb., %-lb., 1-lb., 5-lb. Cans 


8 Grades 
From Grade 2-A to Grade 50 
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CLOVER WATER-MIXED 
VALVE-GRINDING 
COMPOUND 


One Grade to the Can 
Two Grades 
Medium and Coarse 


2-oz., %-lb., 1-lb. Cans 























There’s a lot of kids 

in the toy department: 

eager, wide-eyed, 

adding their voices to the general din:— 
electric trains, bicycle bells, midget pianos, 
mama dolls, baby phonographs, radios, 


and the soft voice of a bearded Santa Claus... 


It’s a good sign, this eager anticipation. 

The kids know that this Christmas 

Ma and Pa and Uncle Fred and Aunt Emma 
are going to be able to loosen up... 


For 1934 looks better. 
* * - 
It looks good to us. 
You know, 1933 wasn’t so bad. 
We started the year with a novel plan:— 
an unselfish plan to persuade women 
to fix up the kitchen; 
a plan to bring more people 
into your store 
to buy. 


Did it work? 


We had the biggest year 
since 1926. 


Did it help the dealers? 


a your c ooking 


















iN 
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the tickets... 


We asked them this question 
a few weeks ago, 
and here’s what they said: 


86% liked our 1933 plan. 
80% said it helped them 

sell more oil stoves. 
68% said they expect to increase 

their oil stove business in 1934. 

to as much as 50%. 

* * * 

Our advertising plans are all set 
for 1934. 
We've got the tickets and are on our way. 
You’re invited. 
You'll be pleased. 
You'll be able, with FLORENCE, 


to sell more and to make more money! 
Watch FLORENCE in 1934. 


We're going places 
and we’re doing things. 


* * * 
We wish you a Merry Christmas and a 
Happy New vear. 


FOIE 


Advertising Manager 
Florence Stove Company 


FLORENCE ¥ 


Oil Ranges - Heaters - Range Oil Burners - Gas Ranges 


© 1933 by F. S. Co. 
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Bere is another quality 
of Pennvernon Window Glass 
which makes it easier to sell 
and more satisfactory to your 
customers: it is unique among 
sheet glasses for permanent 
powers of color transmission. 
Prove it for yourself by mak- 
ing, this test: 

Open half-way a window glazed with ordinary sheet 
glass...glass that has been installed for several years. 
Look at the colors of Nature through the open half 
of the window, then through the sheet glass. And then 
make the same experiment with a several-year-old 
Pennvernon Window. Your eyes will convince you 
that in permanent powers of correct color trans- 
mission ... Pennvernon triumphs! 

Pennvernon offers, also, greater transparency, 
greater brilliance of finish on both sides of the sheet, 
and longer-lasting beauty . . . all resulting from our 
special manufacturing process and the purity of 
Pennvernon ingredients. 

Sell Pennvernon Window Glass... and give your 
customers a better window glass at no extra cost. 
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When your customers want 


the window glass with 


EEE EER 
FTRANSMESSFTON ... 


SS et he mak eee aN 





Pennvernon is available in single and double strength, 
and in thicknesses of *” and 72”, at the warehouses 
of the Pittsburgh Plate Glass Company in all principal 
cities, and through progressive glass jobbers and sash 
and door manufacturers. Write for samples. Pittsburgh 
Plate Glass Company, Grant Building, Pittsburgh, Pa. 


Pennuernon 


WINDOW GLASS 








A Modern Garage 


to serve a Modern Car 


—-Appeals to 
the Motorist 

















UTOMOBILES of today 
possess mechanical fea- 
tures and advantages decidedly 
superior to those of their pred- 
ecessors. Today’s designs and 
styles of garage door hardware made by 


Natienal 


incorporate advanced ideas; likewise, they give 
greater ease in door manipulation and longer life 
to the working efficiency of the hardware. 





No. 804 Garage Door Set—lInside view 











That age-old demon Friction receives final banish- 
ment } marring the harmonious working efh- 
ciency of these complete door sets. Ample strength » No. 803 Garage Door Set 

to withstand hard usage and perfect mac hining and init eee 
clearance to promote ch, quiet operation are 
paramount features of National Garage Door Sets. 





The National line embraces a design 
to serve every type of door. The 





National eae ee as 
BP ey on eal sets illustrated are enjoying spirited 
serve every building sales by our dealers everywhere. 
purpose—a complete | 
line. The items be- Join this progressive group of 
low are all big sellers: | 

Sliding Door Hangers representatives. Further informa- 

Sliding Door Rail . 

Garage Hardware tion on request. 





Door Latches 
Screen Hardware 
Scrap and Tee Hinges 


Half Surface Butts NATI O NAL Nos.. 805 ye ie nan Swinging 


Mortise Butts 


Ornamental Hinges 
Cughenes Turns MANUFACTU RING CO. National hardware is sold direct to the 


h Lock I j 
‘oa Lifts. S li Wi ‘ retail dealer —a policy that promotes qual- 
ter ing inois ity, service and direct selling cooperation. 
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Clean-pouring spout and tamper- 
proof cover are features of the Kel- 
logg 5-Gallon Sealed Pail. 


@ PUT your linseed oil business on the profit 
side of the ledger. You can do it, as many other 
dealers are, by selling the right product at the 
right price. 

The right product is Kellogg’s Improved Boiled 
Linseed Oil in the new Sealed 5-Gallon Pails. 
The right price is one sufficiently high to give 
you a fair, legitimate profit. 

Kelloge’s Improved Boiled will command a 
better price because it is worth more to the 
master painter. He knows that it dries within 
12 to 15 hours... that it eliminates all costly 
guesswork from mixing... that it helps produce 
a better paint job that lasts longer. He is willing 
to pay a premium for the genuine Kellogg 
product. 

Now, in attractive 5-Gallon Containers, Kellogg’s 
Improved Boiled is definitely marked as a 
superior specialty. The refinery-sealed pail pro- 
tects the consumer from inferior linseed oil 
substitutes ...insures absolute purity and uni- 
formity . . . removes linseed oil from the non- 
profit class. 

Show the trade that you take pride in giving 
them the genuine article. Stock Kel- 
logg’s Improved Boiled in Sealed 5- 
Gallon Containers. Sell it at a fair 
mark-up to give your linseed oil busi- 
ness a new lease on life. 


SPENCER KELLOGG AND SONS SALES CORP’N 
Special Oils Department Buffalo, N. Y. 





aNEW 
LEASE 
ON LIFE 








THE LIFE OF PAINT 





Manufactured only by 
SPENCER KELLOGG & SONS. INC 


MLS ay GENERAL OFFICES - BUFFALO.N-Y og J 
SUFFALO, cHicaco. Fs MOINES. EOOF™ 











KELLOGG’S Improved Boiled 


DECEMBER 7, 1933 








12 


When You See 
This Insignia— 





R CONDENSED Cay 
Ug33 DIRECTORY \ untOa 
HARDWARE AGF eR 





in a form letter, a circular or in an advertisement in 
this or any other paper, it is an invitation from the 
advertiser for you to refer to and use the information 
he has provided for you in the 


ANNUAL DIRECTORY NUMBER 


of Hardware Age 
“The ‘Who Makes It?’ Issue” 


This is the only “Buyers’ Guide” in this field. It is 
in general use by buyers. throughout the hardware 
trade. 


Use your copy regularly. It will put you in touch in- 
stantly with the whole world of hardware merchandise. 


Keep your “Directory Number’ at hand 
for ready reference 
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The ABW 
PROVING GROUND 





Top—Testing pits 
— ABW Proving 
Ground. 


Middle—A pause 
in the test. 


Bottom—On the 
job. 


ASK YOUR JOBBER 


or Shovels 


tests" for testing the wearing qualities of shovel blade steel. 

One is known as the "cupping test," in which a steel ball is 
forced through a steel sheet and a machine registers the breaking 
point. 


[tect for ENGINEERS have created certain so-called "circus 


Another method of testing is by registering the revolutions of 
a shovel blade through a chamber filled with crushed granite. 
Obviously, the amount of rock in the chamber, the size and quality 
of the rock are greater variables than the steel itself. There is no 
evidence that either of these above tests bear any direct relation- 
ship to wearing quality in actual service. 


Automobiles are tested by running miles—by the same token 
shovels should be tested by actual service. ABW determined, 
therefore, to test the wearing qualities of shovel blades by hun- 
dreds of hours of plain, ordinary digging and shoveling. Test pits 
with cement floors were built, and men shovelled heavy gravel, for 
days and weeks. Tonnage records were kept and the amount of 
wear on the blade was tabulated for each one hundred tons moved. 


Many samples of steel were tested, but none were good 
enough—ABW wanted a superior steel. Our engineers knew that 
the finest steel sheets manufactured were made by the Continuous 
Process, but no high carbon shovel steel had yet been made by this 


revolutionary method. 


It was no easy task for a steel company to roll high carbon 
shovel steel on a continuous mill—the cost of the mill was large and 
the risk great. However, the steel was obtained and tested out in 
our pits as we anticipated—superior and with a toughness un- 
equalled in any other shovel steel obtainable. 


ABW is the only company using steel for shovel blades made 
by the Continuous Process. ABW shovels are tested by the same 
method as you test a shovel—by actual service. “Circus tests” 
have no place in the ABW proving ground. There's no better 
yardstick than performance and ABW claims are based on 


performance. 


AMES BALDWIN WYOMING CoO. 


PARKERSBURG, W. VA. 
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NORTH EASTON, MASS. 
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STANLEY 


NEW BRITAIN, CONN. 


HAND TOOLS 


(SANE) 











Coulson’s Famous Half Soles, Top Lifts and Oak Strips 





This 
Attractive 
Display 
Case 


Timely Pr 








Ktight Now! 


Sells 

Half- 

Soles 
Rapidly 





Case is FREE with your initial order 


The durable quality of our Half Soles, Top Lifts 
and Oak Strips and the very LOW PRICES talk 
ECONOMY to every customer. Seeing is buying 
at these chain store prices. This display case gets 
instant attention to this profitable line and makes 
sales as soon as displayed. 


This balanced assortment of the proven best sellers 
costs you only $15.00. No charge is made for the 
attractive display case. You sell the contents for 
$22.70. This gives you a margin of $7.70 on a 
$15.00 investment. Fill-ins can be ordered from 
your Jobber whenever needed. 


Display Case Contains: 1 doz. Men’s 30¢ sellers, 1 doz. Men’s 25¢ sellers, 1 doz. Men’s 20¢ sellers, 1 doz. Boys’ 20¢ sellers, 1 doz. 
Men’s 15¢ sellers, 1 doz. Women’s 15¢ sellers, 1 doz. Men’s and Boys’ Top Lifts 10¢ sellers. Also 10 Ibs. of Assorted Thickness 
Durable Oak Sole Leather Shoulder Strizs 634 and 8% inches wide. (Cost you 32¢ per lb. Suggested Retail Price 65¢ 


per Ib.) 


Order now and display this Coulson Assortment while customers are planning to save money on shoe leather for Winter. 


Order from this advertisement and mention your Jobber’s name. 


COULSON HEEL COMPANY 


Hanover, Pa. 
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Have You Ordered 


Your 1934 
EDISON MAZDA LAMP 


DISPLAY 
SERVICE? 


THOUSANDS of orders have poured 
in for this 1934 Display Service. It is 
acclaimed the finest ever offered to 
lamp agents. 


General Electric Company has spent 
thousands of dollars to develop this new 
1934 display service for Edison MAZDA 
lamp agents. Each idea included has 
been pre-tested ... each idea _ has 
proven its ability to compel attention, 
and to put extra dollars into your cash 
register. 


Displays for MAZDA lamps of 
General Electric manufacture have 
been rated well above all other displays 
in National Retail Hardware Associa- 
tion surveys . . . and the 1934 display 
service rates head and shoulders over 
all previous ones in attractiveness and 
selling punch. 


You can’t afford to be without the 
1934 display service. It will give your 
windows dominating display that will 
stop the passers-by, bring in customers, 
increase lamp sales, sell other goods, 
build prestige for your store and tie you 
in with our magazine advertising. 
Sign your order now and send it to 
your distributor or to Dept. 166, 
Incandescent Lamp 
Dept., General Electric 


A 


Cleveland, Ohio. 


Company, Nela a o Seal a 


TEST \ 










Most Interesting Display 
in the Service 


e Looks like a huge MAZDA 
lamp. In reality a big, 
rubber balloon which in- 
fates to a circumference of 

nearly 70 inches. 


New Double Duty 


Demonstrator 


Has a different message on 
each side. Included in 1934 
service Free of Charge. 
This alone is worth the 
price of the entire service, 


My | 


‘elolo}omaicl ai 
SOCKET ~ at LOW C 














fee 


om EDISON 
AZDA 


























Fill 
those 
empty 
sockets | 


with 


“ EDISON «3 


ST “SOCKET 


WASTED aD 


CURRENT ll 







(Ore 
PS 


LAM 


Ow ARE you. “FIXED D FOR EDISON MAZDA LAMPS 2 






EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 
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“A HARD NUT 
TO CRACK” is 
easy for this 
nutcracker 






The AKCADE 
VUutcracher 


this year, a tested and approved 


New last year... 
nutcracker. 

It proved to be the best nutcracker on the market ... it 
proved to be a live seller. 


The above model, No. 9577, is mounted on a nicely fin- 
ished hardwood base with rubber feet. Model No. 9576 
has screw clamp for fastening on table edge. 


Both models priced to sell. Write for literature. 
Order from your jobber 
ARCADE MANUFACTURING CO., FREEPORT, ILL. 

















Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 

Cellophane packages 


Customers 7eed 
this CELLOPHANE 
seer Pencil 


Ostack Oren Ose Ccreen 
Name 
Address 
City State 


IS/a he oS oO} Wi geiamtnaandm 
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“Therels No 
AsA DIETZ LANTERN --- 


Among lantern users everywhere Dietz Lanterns are pre- 
e ferred because of their superior lighting power, storm- 
proof dependability and genuine worth. That is why 
they Sell Better—why Profits are or Diets, they always 
inventory Full Value. Compared with DIETZ, there is no 
“just as good” in lanterns. 


aoe ©. ° whos & COMPANY 


NEW YORK 
Makers of Lanterns for the World - - Founded 1840 
Output Distributed Through the Jobbing Trade Exclusively 

















A STAR BLADE 


FOR EVERY PURPOSE 


id 


PY 










Special 
Flexible 
Blade for 
_ hand use 


Tungsten Power Blade 





prom special flexibles to all hards and 
from. light power to high speed hand 
and power blades—and NOW Molybde- 
num heavy duty, extra value hand and 
power blades, Clemson’s latest achieve- 
ment. There’s a superior STAR blade 
for every purpose. 


When you sell STAR blades—you can 
meet every requirement of mechanics 
everywhere. This is your opportunity to 
capitalize on Clemson’s half century of 
leadership in providing better hack saw 


High Speed Steel 
values. Consult your jobber. 


Power Blade 


Out latest echievement 
“Maly” Heavy Duty, 
Extea Velue Blade 
. +i 


STAR HACK SAWS 


CLEMSON BROS., INC., MIDDLETOWN, N. Y. 
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PRECISIO ND 
in the manufacture of 


RIVETS... 


depends on many factors... quality- - 





workmanship, engineering experi- 





product possible. It is exactly these 





‘features that guarantee the con-| 






| ‘tinuous, unfailing service of our 
Pe rivets. No wonder they are “approved | 


‘by the keenest buying brains in the! 
’ 





country”’! 





TUBULAR RIVET & STUD CO. | 









BOSTON, MASSACHUSETTS 


The largest factory in the world devoted to 
the manufacture of Tubular and Clinch Rivets 
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the wisest move for 
greater winter profits — 


Driver Power Toots 


DuRING winter months, home workshops hum with activity. 
Progressive hardware dealers, realizing the tremendous value 
in home workshop business, carry Driver Power Tools and 
reap attractive profits during the usual off-season for their 
other hardware items. This fast-selling line is always in 
popular demand, proven by the fact that there are more 
Driver Power Tools in home workshops 
than any other make. Hundreds of wood- 
working enthusiasts, 
small industrial plants 
and shop owners in your 
neighborhood are Driver 
prospects. These poten- 
tial customers purchase 
not only Driver Tools 
but other hardware 
items as well. 







SHAPER 
retail price pee , 
$14.25 Tools Available in 

3 Distinct Price Ranges 


THE Driver line is the most compfete in the field. Jig saws, 
planers, bench saws, flexible shafts, band saws, lathes, drill 
presses, shapers and grinders are available in three distinet price 
ranges. This selection provides complete market coverage for 
the Driver line—a tool for every pocketbook and for every need. 
The Series “500” shaper shown above, and the “500” planer 
shown below are examples of the fast-selling, lighter-weight 
Driver Tools. De- 
tailed information on 
these and other Driver 
Tools, together with 
information regarding 
sales opportunities in 
your territory, will as 
gladly be sent to you PLANER 
on request. Simply a4- retail price 
dress Department H. $12.05 


WALKER-TURNER Co., INC. 
5123 Berckman St., Plainfield, N. J. 
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MYERS: ::: 


© * CENTRIFUGAL PUMPS 


BACKED BY A NAME THAT IS 
FAMOUS THE WORLD OVER! 


The name MYERS—famous everywhere for pumps of 
unfailing reliability and long, low-cost operation! Sixty 
years of leadership! 


You get plus-value from this long experience—you get 
the highest type of engineering skill and the very finest 
materials available—when you choose from the new line 
of Myers Centrifugal Pumps. Dependability—and low 


cost! 


Myers engineers give you at favorable prices improve- 
ments and refinements that you don't ordinarily expect 
to find in Centrifugal Pumps—quality features and pre- 
cision construction that insure dependability and long 
life. Every pump in the Myers line is built to stay on 
the job. 


Horizontal, single suction, single stage pumps. For irri- 
gation and drainage jobs, circulation of hot or cold 
water, brine, swimming pools, unwatering excavations, 
general water supply and countless other applications. 


The new Myers Centrifugal Catalog 
tells you the whole story of this new, 
improved line. Write today for free 














MYERS & BRO. 
COMPANY 


ASHLAND 
OHIO 





PUMP BUILDERS 
SINCE 1870 


PUMPS :: WATER SYSTEMS :: HAYTOOLS :: DOOR HANGERS 
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g Why waste time trying to force the sale of any item that merely trails 
n along. Feature the leader . . . Gottschalk's Metal Sponge, the original 

sanitary scouring device. Nationally advertised and favored by house- 
i- wives from coast to coast. Every first sale means repeat business. 





In addition to Metal Sponge, there are two other items. . . Kitchen Jewel 
:. and Hand-L-Mop. Every modern household needs all three. Order today 
from your jobber. METAL SPONGE SALES CORPORATION, Lehigh 
Avenue and Mascher Street, Philadelphia, Pa. 


TERRITORIAL REPRESENTATI VES 
GILLAN SALES CO., 1499 Market St., San Francisco, Cal. 
California, Oregon, Washington, Montana, Idaho, Wyoming, 
Colorado, New Mexico, Arizona, Utah, Nevada 
HUGH M. STONE, 806 Branard Avenue, Houston, Texas 
State of Texas, south of Waco 
HARRY L. BERGER, 1699 Lincoln Avenue, St. Paul, Minn. 
Minnesota, lowa, North Dakota, South Dakota, 
Wisconsin, north of Wausau Upper Peninsula, Michigan 
Vv. P. MURRAY, 425 West Ontario Street, Chicago, IIlinois* 
iMinois, Indiana, Ohio Michigan, south of Traverse City, 
and Wisconsin, south of Wausau 
F. W. LARSON, 1259 Syndicate Trust Bidg., St. Louis, Mo. 
Missouri, Kansas and Nebraska 
J. S. MacDONALD, 29 Burnside Street, Medford, Mass. 
The New England States 
WADE C. HARMER, 1131 Harrison St., Philadelphia, Pa. 
Eastern Pennsylvania, Southern New Jersey, Delaware, 
District of Columbia 
NEW YORK PAPER CO., 520-22 W. Franklin St., Baltimore, Md. 
tate of Maryland 


Gottschalk’s 


METAL SPONGE 
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One package 


ALL THREE BRANDS 
TO CHOOSE FROM 





SMALL INVESTMENT 
(10 package cards) 








NEW | 


\ MICROMATIC 
DOUBLEDGE 
BLADES 


== DUAL ALIGNMENT 


~~ 


dy j 











of 5 blades Free 


with each card of 10 packages 


For the first time in our history, you can have 
free goods on all three of these famous brands— 
Gem Singledge, Gem Doubledge, and Ever-Ready 
Blades. Note that you buy only a 10-package card 


buy one brand, two brands, or all three. Natu- 
rally with this big 10% bonus, it pays to stock up 
as generously as you can on all three brands. Mail 
the order blank to your wholesaler right now. Offer 


to get the one package gratis. Note that you can expires December 31st. 


American Safety Razor Corp., Brooklyn, N. Y. 


wnennnnnnnnnnnnnnnnnnnnnnnnnnnnns [ MAIL TO YOUR WHOLESALER |----------------------------0---- 
Please send me at once at my regular price and terms 


Dicidoiaiasiale carps GEM SINGLEDGE _._....._. carps GEM DOUBLEDGE 


S ccepaasall carps EVER-READY sabes 
I am to receive one package (5 blades) FREE with each carton of 10 packages. 


NAME.___. sits nisnaibinsiesioceesiaea isin nasties osp iehnncniniesaabtasitatattsiaiiseh(iutdiaivindusabsien timeline 


us 


ADDRESS i alcatel eesti mes net sh tap ak soca i tae a ice ane Woo om maa 
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ATKINS. SUYER sawe\ 
Will Be Sold 


Every dealer is warned to have adequate 
stock of tools, such as ATKINS SILVER STEEL 
Saws, Saw Tools, Files, Specialties and other 
types of tools in order to get his share of 
local expenditures from the $400,000,000 Civil 
Works Program. Many ATKINS Hand, 
Crosscut, Pruning, Hacksaws, Files, 
etc., will be bought to carry on 

this work. The progressive 
dealer will be ready with 

the right assortment. 


















Take Inventory Now! 





With this huge program actually under way, it will pay you to inventory your stock at 
once to see if you can quickly fill orders for ATKINS Saws and Tools. Check the fol- 
lowing list and learn how many popular products you can buy from one manufacturer. 


i. Hand, Rip and Panel 8. Plumbers’ Saws. 14. Non-breakable Hack- 19. Circular Saws for ~ Scrapers. 
Saws. 9. Pruning Saws, all saw Blades. electric hand and 23. Corn and Cane 
2. Compass, Keyhole and kinds. 15. Hacksaw Frames, portable bench ma- Knives. 
Nests of Saws. 10. Pruning Shears. adjustable and solid. chines. 24. Grass Hooks and 
3. Back, Mitre and 11. Butcher and Kitchen 16. Files, all kinds. 20. Narrow Band Saws Ditch Bank Blades. 
Devetail Saws Saws. 17. Crosscut Saws, one- for wood or metal. 25. Saw Sets, lever and 
4. Pattern Makers’, Stair 12. Wood Saws, com- man, two-man and 21. Plastering and Ce- hammer styles. 
Builders’ Saws. lete, Single or hollow back, also in ment Finishing 26. Acronite and Ferro- 
5. Coping Saws, station- Youble Brace, with Electric Alloy and Trowels and Floats. lite Grinding Wheels 
ary and adjustable. Blades. Sheffield qualities. 22. Floor, Cabinet 27. Machine Knives, all 
6. Flooring Saws. 13. Hacksaw Blades, 18. Crosscut Saw Han- Bench, Wall and kinds. 
7. Pasterers’ Saws. hand and power. dles and Saw Tools. Butcher Block 


Order today from your jobber. If he cannot supply you, 
write to us and we will see that you are supplied promptly. 


E. C. ATKINS AND COMPANY 
"The Silver Steel Saw People" Established 1857 


Makers of highest grade and leading types of all kinds of Saws, 
Saw Tools, Handles, Plastering Trowels, Scrapers and Specialties 


HOME OFFICE AND FACTORY, 402 S. ILLINOIS ST., INDIANAPOLIS, INDIANA 
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DICE cuT From CAANDBoaRD 
SCORE ON DOTTED LINES..-- 
FOLD TOGETHER AND PASTE 
CORNERS WITH ADHESIVE TAPE 


AST issue HaRpwaRE AGE pre- 
. sented ideas for home con- 
structed Christmas displays. 
These were the Toyland entrance, 
showing the Eskimo igloo through 
which the kiddies could enter, while 
the parents could enter the same 
room from the regular doorway 
alongside. Then there was the 
Christmas tree display stand which 
provided a timely means of showing 
various classes of goods. These may 
be found on pages 36 and 39 of the 
last issue, dated November 23. 

This time we present two dis- 
plays; one suitable for window and 
another for inside the store. The 
large poster is, of course, just a sign 
writer’s problem, and the large dice 
are easily constructed, as is shown 
by the diagram. This makes a strik- 
ing reminder that the customer who 
waits till the last minute is taking a 
long chance of getting the attention 
and selection he wishes. 

The diagram of the radio broad- 
casting station makes construction 
easy. Such a display may be made 
the main feature of the gift depart- 
ment. A counter placed near the 
entrance of the department and car- 
rying the two broadcasting towers 
will have an effective appearance. 
The display man will have no difh- 
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culty in producing this simple dis- 
play. 

Such little touches of display 
bring the hardware store out of the 
ordinary as a Christmas headquar- 
ters and since they are so inexpensive 


7 Gilat 


vacuum ¢ 


Here are More 
Christmas 
Display Ideas 


and simple to make there should be 
few who fail to make use of the idea. 

As an extra effort, see that your 
store has plenty of light during the 
holiday season. Of course, you 
should have plenty of light at all 
times, but at this season there is need 
for even more. Merchandise looks 
its best under strong white light, and 
this is the season when we want mer- 
chandise to look well. So step up 
the wattage on your lighting and see 
the difference it makes to your 
Christmas goods. 














HEAVY RED CaAROBOARD 


AERIAL MADE OF CORD TO WHICH IS 
FASTENED LETTEQS CUT FROM 
SILVER CARD ROARD 
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A large five-plane luminous scene, suitable for exteriors, 
. is shown. This symbolical Christmas scene is beautifully 
pong painted with colored light from lamps concealed behind 


each plane. 





This article tells in un- 
she derstandable terms all 
about your 


Christmas Lighting — and How 


ACH Christmas sees new de- 
BL velopments in simple, easily 

constructed holiday lighting 
designs. There are many new light- 
ing effects possible to appeal to those 
looking particularly for originality 
in design. These are easily under- 
stood and easy to obtain. 

Before taking up some of the new 
lighting effects, let us consider the 
probable popularity of some of the 
simple lighting equipment developed 
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By A. L. LYMAN 


Nela Park Engineering Dept. 
Cleveland, Ohio 


and used in past years. One of the 
best examples of this is the electric 
candle or electric candle in a 
wreath. When appropriately ar- 
ranged, such simple decorations as 
these prove unusually effective, 
either in the interior or in the win- 
dows. Inasmuch as this is a good 
year to suggest simple means by 
which any family can express its sen- 
timents about the Christmas season 
in an inexpensive fashion, the simple 


lighted ornament should by ll 
means be prominently displayed. 
The Christmas spirit in a commu- 
nity is certainly much more whole- 
heartedly extended to the passing 
public if every house and home has 
at least one electric wreath in one 
of its windows, than if only one or 
two houses in an entire community 
have more elaborate displays. 
Electric candles may be attractive- 
ly located throughout the store, per- 
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haps around ceiling posts or col- 
umns, or with special displays. A 
new type of wreath containing a 
string of eight small lamps spaced 
at regular intervals around it is 
available this year, and is an at- 
tractive decoration for the doors and 
windows, as is the wreath with an 
electric candle in the center of it. 
Larger wreaths of holly or laurel 
interwoven with strings of Christmas 
tree lamps may be made up as de- 
sired. Christmas tree strings should 
prove more popular than ever this 
year, inasmuch as they are such a 
relatively inexpensive means of 
radiating the Christmas spirit. 

One of the most attractive and 
most effective developments in deco- 
rative Christmas display design is a 
Christmas tree silhouette creation 
which may be easily constructed out 
of cardboard or wallboard. This con- 
sists of three Christmas tree shapes 
arranged with the smaller in front of 
the next larger, with lamps in vari- 
ous colors placed either on the front 
of each cutout board or on the back 
of the one in front of it. The pic- 
ture painted in various combinations 
of colored light flashing on the white 
surfaces is unusually striking. An 
attractive feature of such a cutout 
tree is that it may range in size from 
one as small as 18 inches in height 
using the eight lamp series Christmas 
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A Christmas tree silhouette cut out of 
wallboard or beaverboard is particularly 
well suited for a holiday decoration. 
The three Christmas tree shapes, the 
smaller in front of the next larger, are 
lighted by strings of lamps behind each 
plane, and are painted entirely in 
colored light. 


A side view of the Christmas tree sil- 
houette, showing the position of the 
lamps behind each plane. 


tree string to larger displays as high 
as 25 ft. for exteriors. 

Other cutouts in any desired de- 
sign such as stars or flowers, birds 
or animals, may similarly be placed 
in beautiful silhouette against a 
background lighted in contrasting 





A close-up of a small four-plane lumi- 

nous scene suitable for interiors. The 

parts for such a silhouette scene are 

easily cut out of cardboard or wall- 

board, and are painted entirely in 
colored light. 


A side view of the four-plane silhouette 
scene showing the location of the 
colored lamps behind each plane. 


colors. The small silhouettes are 
particularly well suited for interiors. 
The small trees can be decorated 
with streamers of light, with the 
lamps presenting a star-like appear- 
ance, by scratching the colored coat- 
ing on the lamp bulbs. 

Another type of silhouette which 
can be cut out of wallboard or card- 
board in any desired size, is a multi- 
layer luminous scene. Such a scene 
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may be designed in any appropriate 
shape or figure to create an unusual- 
ly attractive and pleasing effect. 
Consisting of from three to five 
planes, it, too, can be realistically 
painted in colored light. As illus- 
trated in the accompanying photo- 
graphs, an appropriate design for a 
four or five plane silhouette is the 
symbolic Christmas scene. In this, 
the various figures are silhouetted, 
one plane against another. 

One of the most effective means by 
which attention can be attracted to 
the store at night is by the use of a 
flood of colored light from either the 
regular display window lighting 
units or from one or two floodlight- 
ing units. The characteristic Christ- 
mas colors, red and green, will cause 
many people to stop to look into the 
display windows and store whose at- 
tention never would have been at- 
tracted had it not been for the color. 
The color desired may be easily ob- 
tained by the use of colored gelatin 
sheets. 

One of the best ways to attract at- 
tention to the store and to the dis- 
play windows is to decorate the store 
front and the display windows with 
festive lighting. At the same time 
this shows what is available in dec- 
orative lighting effects. The festive 
lighting should be carefully ar- 
ranged in the display windows, and 
the display on the store front should 
be designed in size and shape appro- 
priate to the construction of the 
building. As simple as it may be, it 





Another shape in 
which silhouette idea 
may be used. The 
bird in this case may 
be lighted in a con- 
trasting color with 
the background. 


A side view of the 

bird silhouette show- 

ing the location of 

the lighting equip- 
ment. 


can be so installed as to attract con- 
siderable attention. 

The appearance of Christmas tree 
lamps used across the store front is 
greatly enhanced if twigs of holly or 
laurel are twined around them, thus 
hiding the bare electric wires. This 
is not necessary, however, if the 
Christmas lighting strings are at- 
tractive enough to captivate the at- 
tention of the observer by their de- 
sign. 

There is no better time than the 
coming Christmas season for radiat- 
ing cheer and happiness with spark- 


This store dresses up its front for the Christmas season with strings of colorful 
lights in simple yet effective design. 
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ling, colorful light. It is an ideal 
way to express the Christmas spirit, 
to attract attention, and create favor- 
able impressions. 





Feature Window Displays 
In Your Ads 


In a recent issue of HARDWARE 
AcE was published an advertisement 
by F. M. Pile Hardware, Charleston, 
W. Va., in which that firm printed 
a picture of its window display, in- 
viting people to come and see it. 
With such colorful displays as those 
described in this article the hardware 
merchant has an attention getter that 
is worthy of space as a feature of the 
advertisement. In fact, the word-of- 
mouth advertising that such displays 
would produce is worth the effort. To 
the displayman accustomed to mak- 
ing up unique ideas for his windows, 
these present no problem. They are 
made from small pieces of lumber, 
obtainable in almost any locality, 
and compo board. Every hardware 
store has the necessary wire and 
lamps to complete the job, with the 
possible exception of the spot lights, 
which are not expensive and should 
be among the display properties of 
the progressive store. Colored gela- 
tine sheets should also be provided 
for making color floods as needed. 
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INFORMAL 


EDITORIAL 


COMMENT 





Bust Among Ourselves 


HE National Council of Trav- 
eling Salesmen’s Associations 
has sought recognition for 
salesmen in several codes. In coop- 
eration with the United Commercial 
Travelers (U.C.T.) a so-called sales- 
men’s code has been prepared. Sales- 
men’s Clubs, whether affiliated or 
not, have been asked to approve this 
code effort and to help support the 
code campaign. This effort persists, 
despite an official “turn-down” in 
Washington which included the ob- 
vious comment that selling is not a 
separate industry, but a part of every 
industry, just as bookkeeping, credit 
work, shipping, receiving, etc. Fur- 
ther, there is a basic point which 
precludes a salesmen’s code. NRA 
codes are for employer groups and 
not for employee groups. Salesmen 
are employees, not employers. There 
could be a code covering junior 
salesmen, if they were employed by 
salesmen, but in turn the junior 
salesmen could not have a code of 
their own because they would be in 
the employee group. 


HA-—— 





In the proposed salesmen’s code 
suggested by these two worthy or- 
ganizations, there are conditions not 
governing the practices of salesmen 
but attempting to regulate the buyers 
on whom salesmen call and the com- 
panies for whom salesmen work. 
For example, there are conditions of 
payment, vacations, expense money, 
etc., which in principle must be labor 
conditions in employer codes. The 
regulation on the hours buyers 
should set aside for seeing salesmen, 
etc., would also have to come in as 
clauses in employer groups’ codes. 
At the recent wholesale code hear- 
ing, Joseph Dryer, President of the 
National Council, urged a clause 
guaranteeing salesmen a minimum 
income even if paid on a commis- 
sion. Division Administrator A. D. 
Whiteside, who was presiding, agreed 
that such a clause could be included, 
but that it could not cover an amount 
larger than the minimum wage in 
the code. As this was $15 per week, 
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by CHARLES J. HEALE 
Editor, Hardware Age 


Mr. Dryer truthfully said it would 
not be of any material protection to 
the salesmen whose interests he rep- 
resented. 


— HA — 


Wherever outside salesmen, and 
that is primarily the type of sales- 
men these organizations represent, 
are mentioned in codes, they are 
given exemption from the hour basis 
because of the nature of their work. 
Also, it is quite obvious that in every 
field such salesmen receive greater 
compensation than taken care of in 
the minimum wages of codes. As 
salesmen’s incomes go up or down 
with the trend of sales, any basic im- 
provement as the result of codes or 
other stimulation will give these 
salesmen better incomes and more 
equitable expense arrangements. But 
a salesmen’s code as _ proposed 
could not come within the activity 
of NRA for the obvious reasons 
given. If salesmen were to have a 
code, bookkeepers, credit men, ship- 
ping clerks, etc., would also have to 
be considered as would each depart- 
mental group in business. 


HA 








Behind the efforts of these two 
groups is an unfair condition which 
Mr. Dryer outlined during the 
wholesale code hearing. I believe 
it is not a condition existing in the 
hardware field but is apparently of 
great importance in various phases 
of the textile industry. Mr. Dryer 
gave several examples of unscrupu- 
lous employers sending salesmen out 
on the road on a commission basis 
and limited drawing accounts on 
which employers did not make good 
once the salesman was far removed 
from his home and the headquarters 
of his employer. If, as Mr. Dryer 
suggests, this and other abuses are 
heaped against salesmen in the textile 
industry, it will be appropriate for 
salesmen to recommend a_ proper 
amendment for the textile code 
which was one of the first to be ap- 


proved by the President. Any re- 
form on the part of the textile in- 
dustry would have to be in that in- 
dustry’s code and cannot come from 
a code or movement for a code from 
without the employer group in this 
particular industry. 


—_ Wav -—— 


Although manufacturers and 
wholesalers appear at present to be 
interested only in basic codes, both 
these groups in the hardware field 
may prepare and submit supple- 
mental codes covering additional 
phases of their trade practice re- 
quirements. It would seem wholly 
proper that a wholesale hardware 
supplemental code (if it is de- 
cided to have such) include some 
guarantee commission rate for sales- 
men or a guarantee compensa- 
tion which has as its base sales 
volume, which essentially means a 
commission basis. The same is 
true of any supplemental manu- 
facturers’ code. But it must be re- 
membered that supplemental codes 
may not be prepared in either case 
if manufacturers and wholesalers in 
the hardware field (in the majority) 
decide that the basic code is suffi- 
cient. 

a. een 

The manager of a large Illinois re- 
tdil hardware store has written an 
interesting letter urging that hard- 
ware merchants follow the rising 
market in the pricing of merchan- 
dise. He emphasizes that goods sold 
now will be replaced on a higher 
basis and that as the dealer had to 
face the loss on a declining market 
he is justified in seeking to offset 
those losses in a rising market. It is 
also true that the replacement cost 
is the proper basis on which selling 
costs should be determined. From 
this letter I quote the following: “As 
you know prices are increasing daily. 
The sad part of it all is that the re- 
tail merchant, of the smaller stores 
particularly, does not get to know 
about them until he is sold out and 
has to buy more. He then finds he 

(Continued on page 54) 








The Chain Store Situation 


Sales and Income Per Store Show Declining Trends—Price 
Advantages Come From Ability to Average Store Returns— 
Wages in Chain Stores Are Lower Than in Independent Stores 


Based on Findings of Federal Trade Commission 


Business with most chain stores is 
on the wane, according to the find- 
ings of the Federal Trade Commis- 
sion, which is just completing an ex- 
haustive study of the chain-store in- 
dustry. In one of a recent series of 
reports, “Invested Capital and Rates 
of Return of Retail Chains,” the 
Commission found: a declining aver- 
age of sales per store for most 
chains; decreasing business income 
per store; decreasing turnover of 
business investment, and  declin- 
ing rates of return on_ invest- 
ment. The declining trends were 
noted, says the report, “notwith- 
standing the general growth of the 
chain-store business as a whole, and 
the increase in size and yreat suc- 
cess of many individual chains.” 

Twenty-six kinds of chain-store 
business were studied for the same 
broken series of years: 1913, 1919, 
1922, 1925, 1927, 1928, 1929, and 
1930. During the eight years re- 
viewed, the per-store combined av- 
erages indicate that the _ invest- 
ment per-store tended to increase 
with the increase in the size of 
the chain, as measured by number 
of stores operated, in seven com- 
modity types: hardware  dollar- 
limit variety, drug, tobacco, dry 
goods, musical instruments, and un- 
limited price variety stores. The rate 
of return on business investment was 
indeterminate in hardware and nine 
other types of chains, while increas- 
ing in nine others and decreasing in 
the remainder. “Rather significant,” 
says the report, is the fact that only 
two kinds of chains: grocery-meat 
and hardware reflected upward trends 
in investment turnover from 1919 to 
1930. Eighteen types of business 
showed decidedly downward trends 
in turnover of investment and six 
were indeterminate. 


28 


by JAMES M. WITTEN 
Associate Editor, HARDWARE AGE 


In another report, “Chain Store 
Price Policies,” the Commission says 
that large chain-store systems oper- 
ating over a wide territory have one 
inherent advantage over smaller 
chains or independent retailers with 
respect to price competition. “The 
source of this advantage,” states the 
report, “lies in the fact that such an 
organization is able to average the 
profit results obtained from its stores 
in the numerous localities where it 
operates.” The explanation given for 
this is that if the store, or stores, of 
a large chain in a particular locality 
are faced with severe price cutting 
and are operating at a loss, such loss 
may be offset by profits earned in its 
stores in other localities where com- 
petitive conditions are less severe. 
For this reason, it is said, the large 
chain can usually hold out longer on 
the defensive side of a protracted 
local price war, or if it takes the 
offensive, can inflict greater injury 
upon its competitors with less harm 
to itself. 


Non-Uniform Price Basis 


Although 70 per cent of the 1673 
reporting chains reported that their 
selling prices are identical in all their 
stores, the great majority of chain 
stores asserted that sales are on a 
non-uniform price basis. The 502 
chains which report the selling prices 
of their stores as not being identical 
account for about two-thirds of all 
stores and seven-tenths of all sales re- 
ported. This is attributed to the 
larger chains showing a greater ten- 
dency toward price variation than the 
smaller, and to the fact that approxi- 
mately three-fifths of all stores and 
sales reported were of grocery-meat, 
dollar limit variety, and department 
store chains, which lines are to a 
large extent characterized by price 


variability than any of the other of 
the 23 kinds of chains studied. 

The report, “Chain Store Wages,” 
reveals that the average weekly wages 
reported for store managers as of the 
weeks ending March 30, 1929, and 
Jan. 10, 1931, were $46.91 and 
$44.57 respectively. Three kinds of 
chains, grocery, grocery-meat, and 
dollar limit variety, account for 
about 75 per cent of the managers 
and 75 per cent of the total annual 
compensation in both years. A total 
of 4735 supervisors for the week 
ended March 30, 1929, received an 
average weekly salary of $76.75, 
while for the week ending Jan. 10, 
1931, a total of 4372 supervisors av- 
eraged $78.41. 

Comparable data on chain-store 
and “independent” dealer wages for 
full-time store selling employees 
were compiled on the following eight 
kinds of business: hardware, grocery, 
grocery-meat, drug, tobacco, ready- 
to-wear, shoes, and combined dry 
goods, dry goods-apparel, and gen- 
eral merchandise. The weighted aver- 
age weekly wage of 3933 independent 
store selling employees in these eight 
kinds of business for the week ended 
Jan. 10, 1931, was $28.48, as com- 
pared with $21.61 for 107,035 chain- 
store selling employees. Independent 
store wages in each of the eight kinds 
of business furnishing comparable 
data were higher than those reported 
for chains—the difference varying 
from $6.92 for grocery-meat, to only 
65 cents for hardware. Tobacco and 
men’s furnishings, and to a lesser 
extent hardware, hat and cap, and 
meat chains tend to pay their store 
employees weekly wages which rank 
higher than the average, but the 
ranks of managers’ and superviscrs’ 
wages are relatively lower. Man- 

(Continued on page 55) 
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Won't Sell Lines on Which Chains 
Have Advantage 


Ho.tianp, Micu.—I have read with much 
interest the letters in recent issues of your 
magazine from dealers in various parts of 
the country regarding the preferential 
prices given by manufacturers of hardware 
to chain stores and mail order houses. 

I have come to the conclusion that our 
remedy is not to handle goods made by 
such manufacturers. I have not done this 
for some time. We buy nothing made by 
a manufacturer who favors these people, 
neither the items they sell to the preferred 
customer nor the rest of their line. 

The great trouble is to find out who these 
manufacturers are. We are pretty certain 


we know who makes their pump shot guns 
and automatic guns and so we have cut 
this factory off our list, and have done 
the same thing with lawn mowers and 
auger bits. We have not handled any hose 
for some years made by the concern who 
makes tires for the mail order houses and 
we will not buy any tires for our cars from 
the local independent dealer who sells this 
manufacturer’s line under their real name. 
They can’t have any of our money, we 
are not going to help them even that little 
bit. In other words, we are through as fast 
as we can find out who makes their goods. 

Ray E. Nies, 

Nies Hardware Company. 





Up to the Jobbers to Cure “Extra 10%,” 
Evil, Says F. E. Gates 


Tuxtsa, Oxia.—I have just read again 
your editorial of October 12, 1933, on the 
subject of an extra 10 per cent discount to 
chain stores and mail order houses. 

It is my understanding that they claim 
to need such a concession that they may 
be placed in position to compete with the 
most perfect and economical distributing 
system that has ever been devised—that 
of manufacturer to jobber, jobber to re- 
tailer and retailer to consumer. 

Sixty years ago the Grange thought they 
had found a shorter road from producer 
to consumer than by way of jobber and 
retailer. They were not long in learning 
that men could not work without pay and 
that business could not be carried on with- 
out an overhead expense. Those furnish- 
ing the money, with which the corn field 
economists tried out their experiment, 
quickly exchanged their savings for experi- 
ence. 

During the 60 years following the 
Grange’s fling into merchandising, many 
Granges (under other names) have come 
and gone. Each have gathered in innocent 
farmers and other susceptibles, convincing 
them that jobbers and retailers were but 
parasites to be destroyed and that they, 
the corn field economists, had the plan by 
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which the whole ilk of them would be put 
back into honest, productive employment. 

At this time we have the interesting 
spectacle of the bombastic chain stores 
and mail order houses admitting that their 
“short cut” plan of distribution has failed 
to stand the test of competition with the 
long-established system of manufacturer, 
jobber and retailer. And they are making 
an appeal for a 10 per cent handicap to be 
placed upon the system which they have 
persistently sought to destroy. 

With the chain stores and mail order 
houses it is strictly a matter of business 
and entirely proper for them to ask for, 
and if possible secure, concessions in 
prices on the goods they buy from manu- 
facturers. 

It is well known that there are manufac- 
turers who most actively and earnestly so- 
licit business from the recognized, legiti- 
mate channels of trade and then turn boot- 
legger, selling their products to chain 
stores and mail order houses at cut prices. 

We take it that these are the boys who 
would favor the mail order houses with 
an extra 10 per cent. Do they realize to 
what an extent such a concession would in- 
jure their large numbers of customers, 
upon whom they are unquestionably de- 


the Editor 


pendent for their very business existence? 

When we read of the millions of dollars 
worth of hardware items the chain stores 
and mail order houses are selling annu- 
ally, we are likely to get a very wrong im- 
pression of their importance in the distri- 
bution of hardware and become panic 
stricken. 

It is well for us to keep in mind that 
these “interviews” put out by the mail or- 
der houses at regular intervals consist only 
of advertising propaganda and that the 
facts as given out are never seriously un- 
derstated! 

It is true that their sales in hardware 
items run into millions of dollars annually 
and it is also true that what they sell is 
but an INSIGNIFICANT part of the total 
goods distributed. 

When you hear a manufacturer enlarg- 
ing upon the great volume of business done 
by the chain stores and mail order houses, 
it might be fair to assume that he is build- 
ing up a defense of his own business pol- 
icy. 

If and when the jobbers and retailers of 
the country GET TOGETHER and decide 
to stop the practice on the part of manu- 
facturers of selling various business pirates 
on a jobber’s basis, or even below job- 
ber’s prices, the trick can be turned al- 
most overnight. 

One of the things standing in the way 
of jobbers demanding consideration from 
manufacturers is that many of us jobbers, 
not being willing to meet the prices of 
legitimate competition on standard brand 
goods, resort to TRICKING our dealers 
and the public with our SPECIAL BRAND 
goods. We condemn this as sharp prac- 
tice when it is indulged in by chain stores 
and mail order houses. 

When we jobbers decide to go to the 
manufacturers and ask them to mend their 
ways, it will be well for us to go with 
clean hands. As we see it, it is not the 
province of jobbers to juggle merchandise 
or juggle prices in order to secure their 
profits. It is the jobber’s legitimate busi- 
ness to act as SALESMAN and DIS- 
TRIBUTOR for manufacturers. 

It is a fact long admitted by the oldest 
and largest manufacturers that jobbers are 
in position to sell and distribute their prod- 
ucts for them and still show them a sub- 
stantial saving in selling and handling ex- 
pense. Furthermore the jobbers are the 

(Continued on page 52) 
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What's Christmas Atmosphere? 
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HRISTMAS atmosphere is not 
. a mere phrase. It is prob- 

ably responsible for more 
cash business than anyone would be- 
lieve. It is that something that at- 
tracts people to your store with the 
confidence that they can satisfy 
their shopping needs at the holiday 
season. 

Hardware stores are carrying a 
wide variety of items that make ex- 
cellent Christmas gifts, some hard- 
ware stores fail to take full advan- 
tage of this fact. They fail, in some 
instances, to prepare the store for a 
proper presentation of those items. 
In short, the store does not have 
Christmas atmosphere. 

If you would see what a store with 
Christmas atmosphere—in fact, all- 
year-selling atmosphere—looks like, 
cast your eye over these pictures of 
the fine store of W. J. Pettee & Co., 
Oklahoma City, Okla., on these 
pages. Note the adequate lighting 
facilities, the light colored walls and 
equipment reflecting the maximum of 
light, the wide aisles that seem to 
welcome customers with open arms. 
Every means is used to show mer- 
chandise and to demonstrate it 
where possible. 

It may not be possible in all stores 
to duplicate what this large hard- 
ware store has done, but every ef- 
fort should be made to make even 
the smallest store as bright, roomy 
and attractive as possible. It doesn’t 
take the public long to identify your 
store as a place pleasant to shop in 
or otherwise. It is your opportunity 
to make this impression on as many 
people as you can during the holiday 
season. There will be more people 
shopping during the next two weeks 
than usual. Make your best impres- 
sion upon them. 
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HELPFUL HINTS 


BY ROBERT PILGRIM 
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IDEA SENT IN BY 
EDWIN N FRIESEN, 
FAIRBURY, NEBR. 





























A CARD INDEX ON THE 
") PATTERNS OF DISHES SOLD 


TO CUSTOMERS... HE MENTIONS THE 
woe] | FACT IN HIS ADVERTISING, ANO MARES 
\ DISH EXTRA SALES TO PEOPLE BUYING 
PATTERNS } SURPRISE GIFTS,OR BUYING PIECES 
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HERE'S A GOOD VALUE ON 
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A FIRM IN YOUNGSTOWN ,O. 
MAINTAINS ITS OWN TESTING LABORATORY, TESTING 
VARIOUS ELECTRICAL AND KINDRED SPECIALINES 
UNDER ACTUAL CONDITIONS —THUS IF THEY 
ARE SOLD THEMSELVES ON A PRODUCT, 
THEY CAN SELL IT EASIER TO 


FOUR IMPORTANT “THINGS TO 
THINK. ABOUT WHEN PLANNING 
YOUR ADVERTISING sum 


1- SIMPLE auiaeser CUSTOMERS, GIVING APPROVAL , 
2-CLEAN CUT T AND FULL t Se 
3- TIMELY ITEMS RECOMMENDATION Ala" 
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Hardware Age will pay $1.00 (on publication) for ideas submitted by readers if used on this page. 
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FRIENDLINESS 





a Town’s Greatest Asset 


to have an intense desire to 

fight, the gentle art of making 
friends, either between individuals or 
between nations, seems to be in the 
discard. Nevertheless, people of mid- 
dle age, when they review their lives, 
will be impressed with the great in- 
fluence that the friendships they have 
made, or the enmities they have de- 
veloped, have had upon their lives. 
Fortunate is the young man whose 
training in early life falls under the 
direction of an older man who values 
and inculcates the advantages to be 
derived from making the right kind 
of friends. 

One wise merchant I knew when 
I was a young man was rather fond 
of using large words. One of the 
axioms he inculcated into all the 
young men around him was—‘“cullti- 
vate the amenities and not the asperi- 
ties of life.” It has been many years 
since I have heard this merchant give 
this advice, but all these years when 
I have seen business men precipitat- 
ing unnecessary conflicts I think of 
this axiom. 

With some people there seems to 
be an uncontrollable, ingrained de- 
sire to say and do things to cause 
pain or trouble. You can even see 
this trait in very young children. 
The other day in driving to the train 
I had with me two of my grand- 
children. One a boy of seven and 
the other a young lady of five. This 
young lady has a turned-up nose 
and she is always ready for a fight. 
Sitting on my right in the car she 
pulled down the shade and called 
out to her brother: “See what a nice 
shade I have. The shade on your 


T this age when everybody seems 


side of the car is not nearly as nice 
as mine.” Then the argument started, 
and all the way down to the train I 
had my hands full keeping those two 
children from clawing out each oth- 
er’s eyes. Now the boy is of a very 
gentle temperament. 


He will only 
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fight when he is stirred up, but as 
stated, the young lady is ready and 
spoiling for a fight any time and all 
the time. 

According to my philosophy and 
observation, people’s natures never 
change, from the cradle to the grave. 
We may find it advisable to modify 
some of our propensities. We may 
decide that some of the things we 
would like to do are unwise and even 
dangerous. We may prefer to keep 
out of jail and away from the electric 
chair, but I maintain that, neverthe- 
less, even if we control ourselves, our 
natural propensities never change. 


Hereditary Instincts 


Recently, a professor in Cali- 
fornia won the Nobel prize for his 
scientific work. He was a professor 
of genetics. Genetics is the science 
of heredity. The word genealogy 
comes from the same root. A ques- 
tion upon which this professor has 
been working is whether hereditary 
instincts can be changed by mechani- 
cal means. This is a difficult science 
because the life of the average ani- 
mal or individual is so long that the 
professor in genetics can only, in his 
own short lifetime, observe the de- 
velopments of a few other lives. This 
professor having observed that flies 
propagate about every two weeks 
adopted them as the basis of his 
studies. You see in one year, for 
instance, he can get the effects of 
experiments on about 26 generations 
of flies. What he has already learned 
and given out to science as a result 
of his studies with his flies has led to 
his receiving the Nobel prize of some 
$50,000. Therefore, his investiga- 
tions must have been of unusual 
value. 

What I am trying to write about is 
the propagation and development of 
the germ of friendship. This means, 


of course, in saying and doing things 
that will lead to good will and friend- 
ship. Some people, even intelligent 
people, are exceedingly tactless in 
this respect. The other evening I 
happened to be going to a dinner in 
a car with two ladies and another 
man. One of these ladies, apropos 
of nothing in particular, proceeded 
to talk to this gentleman about his 
age. She was in perfect good humor. 
She had no desire to hurt his feel- 
ings. The gentleman in question 
listened to her talk all the way to 
their friends’ home. Then just be- 
fore alighting from the car in a very 
gentle voice he inquired of the lady, 
“My dear Margaret, my memory is 
not as good as it was, probably it 
is my age, but I cannot remember 
whether on your last birthday you 
were 54 or 55.” Then the lady ex- 
ploded. She couldn’t see anything 
out of line whatever in her discuss- 
ing the gentleman’s age, but only 
being about 45 she decidedly re- 
sented the suggestion of being 10 
years older. So the fight started. 
The gentleman in the case could not 
see where it made any difference 
whether they discussed his age, or 
her age, but she saw a very distinct 
difference. She declared it did not 
make any difference, whatever, how 
old he was, hut it made a darn sight 
of difference how old she was. So 
a beautiful friendship ended right 
there! 

One of the most interesting stories 
of friendship that I read recently in 
the papers was where a prominent 
and wealthy merchant in a North- 
western city on account of some dif- 
ference with the government about . 
the details of his income tax was not 
only fined but sent to a Federal 
penitentiary for a term of two years. 
He had as his cell mate a man from 
Texas who was also sent up on ac- 
count of discrepancies in his income 
tax. These two men being together 
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night and day became great friends. 
Finally, the rich merchant was re- 
leased. He told this friend when his 
time was up, if he would apply to 
him, he would give him a job. A 
year later his friend was released, 
applied for the job and was put to 
work in the business. The president 
of this business moved his friend 
around from department to depart- 
ment. The man from Texas de- 
veloped unusual ability and energy. 
He became of great value to the 
business. Finally, just a few months 
ago the president of this business 
died. He left his friend, his former 
cell mate, one million dollars. The 
board of directors of the business 
promptly met and elected the gentle- 
man from Texas to the presidency of 
the company. All this actually hap- 
pened within the past few months. 
Names and dates can be given. Still 
if this true story were thrown on the 
screen no one would believe such a 
thing could be possible. Truth again 
is stranger than fiction. 


Birds of a Feather 


All of us accept the dictum that 
“birds of a feather flock together.” 
Nothing truer was ever said. Every 
man finds his level and you can tell 
his level by the character of his 
friends. Whenever the police are 
called in to solve some mysterious 
crime the first thing they investigate 
are the friends of the criminal. It 
is through these friends that mys- 
terious crimes are almost invariably 
solved. The study of crimes and 
criminals is a most interesting one. 
In a recent talk before a junior ad- 
vertising club I referred to certain 
interesting criminal literature, cer- 
tain characteristics of criminals. I 
made the statement that a study of 
this literature was not only interest- 
ing but of- great value to business 
men. For instance, one of the most 
marked indications of the criminal is 
in the character of his ears. An- 
other curious thing is that many 
criminals have thick hair on the tops 
of their heads, but very little hair 
on their faces. In this talk I re- 
’ ferred to the great Italian writer, 
Lombroso, who wrote extensively on 
this subject. 

This talk must have created some 
impression because last week a young 
man called to see me and wanted 
the name of that Italian who wrote 
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about criminals. He said he wished 
to read up on the subject. I inquired 
the cause of his interest and his an- 
swer was he had recently had three 
different jobs, that when he was 
given the jobs he was promised a 
lot of things by his employers and 
that not one of these employers kept 
his promises. Therefore, he wished 
to post himself on criminology and 
crooks so he would know how to 
judge his future employers. So I 
sent him to the Public Library with 
a list of books. However, an eve- 
ning or two later I met the librarian 
and telling him of this instance he 
laughed and remarked: “The young 
man will be disappointed. On ac- 
count of the prevalence of crime and 
the interest in crime we have dis- 
continued issuing all of these books 
on criminology. The only way he 
can get his Lombroso is to buy a 
copy for himself.” 


Friendliness 


This week a gentleman living in 
a suburban town near New York was 
asked to talk before the Rotary Club 
of his home toy. The subject se- 
lected was “The gentle art of mak- 
ing friends.” This gentleman not 
only discussed the pleasure to be de- 
rived from friendships but how 
profitable the right kind of friend- 
ships could be. He stated, for in- 
stance, that just by chance he hap- 
pened to visit this small town near 
New York. Just by chance he met 
several persons living in this town. 
They were all very friendly. He was 
asked to join their country club. For 
a year or two he only went to this 
town to play golf dt this club. How- 
ever, he met more people and they 
were so friendly that finally he de- 
cided to buy a home in the place. 
This he did and then he became very 
much interested in the village. He 
became a supporter of one of the 


leading churches and many civic ac- 
tivities. 

Now, he said in this address to the 
Rotary Club—“Time among you has 
passed pleasantly and swiftly. I am 
surprised to note that I have lived 
18 years in this community. I came 
here just because you were a friendly 
people. I have been very happy 
among you, but laying aside the mat- 
ter of happiness, friendship and good 
will let’s look at the financial side 
of the picture. I bought a place here 
for which I paid more than $75,- 
000. I still own this place and I 
have kept it up all of these 18 years. 
In estimating the money I have spent 
in this community I find that a very 
conservative amount would be an ex- 
penditure of $20,000 per annum. 
Therefore, on account of the friend- 
liness of your people I have spent in 
your community in the last 18 years 
the neat sum of $360,000. Add the 
value of my house and other gifts 
and donations I have made in this 
period I note that I have spent in 
this little town not less than $500,- 
000. Therefore (he said with a 
smile), it would seem that being 
friendly has paid this town fairly 
well in my case. 

“If you should happen to be 
friendly to 10 men just like myself 
that would mean the town would 
benefit in the course of 18 years 
something like five million dollars 
and if you happen to bring a hun- 
dred men like myself to your town 
the amount of money spent in the 
community in a comparatively short 
time as life goes would be the neat 
sum of fifty million dollars. There- 
fore (concluded this speaker), as 
people usually select their homes in 
places that suit them best, and as 
friendships have most to do with the 
selection of homes, we must conclude 
that probably the most valuable asset 
to any town is the friendliness of its 
people.” 





Christmas Ideas that are practical for your 


store are published in this issue, on pages 
23, 24, 25, 26, 30, and 31. 
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A REGULAR FEATURE 
OF HARDWARE AGE 





How’s a-Hlardware Business? 


Interpreting for hardware 
men, such basic factors as 
crop outlook, freight car 
loadings, circulation of 
money, building progress, 
employment, etc., and 
dealing with specific price 
trends, demand for mer- 
chandise, shortage and 
future outlook as reflected 
by the study of the na- 
tional hardware market 
situation. 











Paint prices were raised Nov. 29 
an average of about 74% per cent. 
House paint, porch and deck paint 
and floor enamels are up 15c. per 
gallon—with a 10c. increase on flat wall 
finish, interior gloss paint, varnish 
stains and enamels, and on barn and 
wagon paint. These changes follow an 
advance last June of about 5 per cent, 
and bring the total increase this year 
to about 13 per cent. Explaining the 
current advance, Devoe and Raynolds 
Co., Inc., ascribe it to the extra costs 
involved in compliance with NRA, and 
to the higher prices of raw materials. 
some of which have risen as much as 
50 to 75 per cent. 


* * 


Paint brush prices advanced 
Vov. 1 for the second time this year- 
the first advance coming on July 24, 
amounting to 634 per cent. The Nov. 1 
mark-up was 9 per cent, making a 
total of over 16 per cent. Paint brush 
prices reached their peak during 1923 
and 1924, Since that time they have 
declined steadily until this year, the 
average decline being 67 per cent. This 
leaves today’s prices, after the two small 
advances, still considerably lower than 
they were 10 years ago. 
* & * 


Leading wire products, nails, 
wire, etc., have been advanced as ex- 
pected, effective Dec. 1—the earliest 
date on which contracts for the first 
quarter of 1934 are authorized by the 
steel code. Nails, fence staples and 
barbed wire, in carloads, are raised 
25c. per 100 Ib. and annealed 
fence wire, both plain and galvan- 
ized, 10c. per 100 Ib. The former 
margin of 30c. between carload and 
less-than-carload retailers has been re- 
duced to 10c., so that nails are 
now priced, f.o.b. Chicago and other 
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With Which is Combined 


BUSINESS 
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central basing points, at $2.40 base in 
carloads, and $2.50 base in less quan- 
tities. Pool carloads hereafter take 
L.C.L. prices. For the present, mills 
have made no change in the 1% of 1 per 
cent cash discount on nails and wire 
products, as established under the code. 
* * * 


Galvanized wire fencing, quoted 
at the same time as nails and wire. 
has been advanced on 9 and 11 gage 
$5 per ton, and on 12% or 13 gage 
$8 per ton, for first quarter contracts. 
Manufacturers express confidence that 
this line, usually the brunt of severe 
price-cutting by the mail-order houses, 
will be listed in their 1934 catalogs 
at a basis comparatively much im- 
proved. Spring terms to the hardware 
trade will permit 4 per cent cash dis- 
count for settlements Jan. 10, and will 
range down to 2 per cent for settlements 
May 10, with accounts payable net on 
May 31. 

e & 

Bale tie prices, on sizes 15 gage 
and heavier, are advanced $7 per ton, 
while a sharper increase, up to $13 per 
ton, affects the lighter gages, 16 and 
smaller. Half-gages will generally be 
eliminated. 

* * # 

Tin plate took the expected 
heavy advance on Nov. 20—of 60c. per 
base box (14 x 20 in., 112 sheets), to 
$5.25 Pittsburgh, to wholesale carload 
buyers. Previous figures had _ been 
$4.25 base on Nov. 17, 1932, and $4.65 
on Aug. 29, 1933. While technically, 
under the code, the new price is only 
good for the first quarter, there has 
been an impression for some time that 
the price named at this time would, 
if possible, be held during the packing 
season. 

Other major steel price changes 
recently announced include wire rods, 


up $1 per ton, track bolts, up $3, 
boiler tubes, up $4 to $6, and, in early 
prospect, $3 per ton on cold finished 
bar steel, also $1 per ton on concrete 
reinforcing bars. Practically all pro- 
ducers of pig iron have filed an up- 
ward revision of base prices with the 
American Iron & Steel Institute, effec- 
tive Dec. 1, for shipment in the first 
quarter of 1934. The advance is gen- 
erally $1 per ton. 


* %*%+ 


Sharp advances are announced 
on screen goods, doors, combination 
doors and window screens, under the 
new “stock screen products” schedule 
of the lumber code authority. Resale 
prices are established, effective to the 
retail trade, on typical numbers of the 
Continental line, in full crate lots as 
follows: 


No. 240—2-8 x 6-8 Screen Doors $20.10 
per dozen. 

N6. 266—2-8 x 6-8 Screen Doors $23.30 
per dozen. 

No. 296—2-8 x 6-8 Screen Doors $30.05 
per dozen. 

No. 311—2-8 x 6-8 Screen Doors $30.95 
per dozen. ~ 

No. 1833 Extension Screens $4.55 per 
dozen. 

No. 2433 Extension Screens $5.50 per 


dozen. 
* * * 


New prices on steel screen cloth 
have been announced following the 
new price schedule on bronze and cop- 
per screen cloth, as reported last issue. 
The new figures applying to black 
enameled and galvanized finishes are 
effective only to Dec. 31. A new plan 
is adopted of quoting separate net price 
per roll on each size, with the better- 
selling 24 to 36 in. widths at a lower 
relative rate than the very narrow or 
the very wide sizes. On steel cloth also, 
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60-day, 2 per cent 10-day terms are 
quoted, without future dating. Quota- 
tions are f.o.b. factory, and freight is 


equalized with competing factory 
points. 
* + * 
Galvanized hardware _ cloth, 


quoted Nov. 15 by leading makers, 
shows advanced prices to the trade, 
based on 2 x 2 mesh in 100 ft. rolls, 24 
to 48 in. standard widths, at $3.50, 3 x 3 
mesh at $3.80 and 4 x 4 mesh at $4.10 
per 100 sq. ft., with freight equalization 
between factory shipping points. Ex- 
tra for 12 in. width is $1, for 18 in. 
width, 75c.—for 50 ft. rolls, 15c¢., and 
for 25 ft. rolls, 30c., per 100 sq. ft. 
Prices to retailers last season ranged 
10 to 20 per cent lower than the new 
advanced schedule. 
* © a. 


Leading makers of core solder 
have bulletined the trade concerning 
the effect of high tin prices upon their 
quotations. Gardner Metal Co., Chi- 
cago, on Nov. 25 raised their base to 
57c. per one pound spool, on both acid 
and rosin core, stating that the price 
of tin had advanced since March 31 
this year from 2444c. a pound to almost 
56c. a pound. This rise is due largely 
to exchange, as tin is an English con- 
trolled metal and the pound sterling 
has risen in the above period from $3.42 
to $5.39 in relation to the American 
dollar. There are other causes for 
higher tin prices, such as a greatly re- 
duced visible supply and increased con- 
sumption. <A _ bulletin Nov. 25 from 
Kester Solder Co. also forecasts a rise 
in their quotations. 

* * « 


All makes of files were advanced 
Nov. 25 about 10 per cent. A suggested 
resale schedule is recommended on the 
leading high grade brands, and the 
manufacturers hope to do away with 
the demoralized prices heretofore prev- 
alent in some sections. The new basis 
is 40-10 per cent discount on leading 
first quality brands. This has been the 
first advance on first quality files during 
the current recovery, although second 
grade brands had made one previous 
rise. 

* * * 

Steel wire rope was marked up 
five points in each discount, on Nov. 
25, ranging from 5 to 8 per cent ad- 
vance. Six by ninteen strand plow steel 
rope has gone up from 35 per cent dis- 
count to 30 per cent, 6 x 19 cast steel 
from 20 per cent up to 15 per cent, and 
6 x 19 iron from 5 per cent discount 


to net lists. 
* * # 


New prices are out on Sunbeam 
Mixmasters and attachments. The new 
single lot price is figured at a discount 
of 35 per cent, while the price in lots 
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of three is figured at 40 per cent from 
the list, which is the same as the old 
six lot price. There has been no change 
in the retail price of the Mixmaster 
which is still $21 each. 


+ + 


Harrington and Richardson have 
advised the trade that their Sportsman 
Model 999 revolver will advance 16 2/3 
per cent—the retail price to be $17.50 
instead of $15. Some wholesalers, how- 
ever, are still accepting orders, subject 
to stock on hand, at the old price for 
the rest of the year. 

* # # 


The steel trap business, accord- 
ing to many wholesalers, is very lively. 
One jobber has sold, up to Nov. 15, 
five times as many of some popular 
numbers as in all of last year. The 
improved market prices for raw furs 
are responsible. Based on the best in- 
formation obtainable, the average prices 
for pelts this year likely will result 
in about the following comparisons— 


1930 = 1931 1932 1933 


Muskrat 49 47 .29 50 
Skunk 93 75 43 .90 
Mink 3.70 3.29% 2.56 4.00 


Some manufacturers and jobbers are 
entirely sold out of trap numbers most 


in demand. 
* & # 


The sudden and tremendous de- 
mand for construction tools and sup- 
plies, for equipping the CCC forces, 
has swept many districts bare of stock. 
Few wholesalers have been able to 
keep up with urgent calls from the 
retailers in camp areas, for shovels, 
picks, wheelbarrows, handles and simi- 
lar equipment. 

% * * 

Store door delivery by the rail- 
roads is a step nearer, by the exten- 
sion of this practice throughout the 
Pennsylvania system effective Dec. 1. 
The stoor-door collection and delivery 
service has been operated in the New 
York metropolitan district and other 
limited areas in recent years. Like 
service will also be provided by the 
Erie and Grand Trunk systems. Six- 
teen competing roads had petitioned 
for a suspension of the proposed store- 
door delivery tariffs, but this was voted 
down by the Interstate Commerce Com- 
mission on Nov. 27. It is not considered 
probable that the opposing carriers will 
endeavor to obtain a restraining order 
to prevent the new service from going 
into effect. Instead, it is believed likely 
that other Eastern, and perhaps West- 
ern, lines will put a similar plan into 
operation. 

* * *# 

An announcement from the 
Pennsylvania system states: 

“The Pennsylvania Railroad manage- 
ment believes that collection and de- 


livery will conform with the new needs 
of commerce by providing complete 
door-to-door transportation service. 

“The capacity for furnishing this 
adequately has been the greatest con- 
tribution of trucks to transportation 
progress. 

“Under the Pennsylvania plan, the 
truck will function for collection and 
distribution in the terminal zone, its 
most efficient sphere of operation. At 
the same time the highways will be kept 
clear of the intercity movement of a 
large volume of freight which can be 
more efficiently carried by rail.” 


* + 


Toy business keeps up splen- 
didly. A large hardware wholesaler 
writes: “We are still filling our toy 
orders fairly complete, but our stock 
is running low and _ factories are 
swamped. As we predicted, many re- 
tailers who have not fully provided for 
their requirements are going to be dis- 
appointed. Wheel goods are particu- 


larly active. 
* * * 


New prices on several major lines 
have recently been issued, including 
belated announcements on some large- 
volume spring staples. Considerable 
pre-sedson buying had already been 
done by retailers on certain lines, where 
they had been able to arrange for 
immediate shipments from jobbers’ 
stocks at 1933 prices. Many dealers 
felt that these carry-overs would pay, 
in the face of almost certain advances 
for 1934, and a number of such ad- 
vances have now materialized. 


* + 


October shipments of house- 
hold washers aggregated 107,404, the 
highest October total in the industry’s 
history, and an increase of more than 
100 per cent over October, 1932, ship- 
ments of 52,010. A decline of 15 per 
cent from the preceding month is 
usually noted in October, according to 
J. R. Bohnen, secretary, American 
Washing Machine Manufacturers’ 
Assn. One factor, ascribed by Mr. 
Bohnen as governing the continued high 
records of the industry, is the steady 
lowering of the cost of electricity in 
the home. Based on the approximate 
national average of power rates, about 
7.2c. per kilowatt-hour, he estimated 
that an electrical washer consumes only 
$1.54 of current per year. 

* & 


Waterbury Clock Company reports 
record sales of novelty “Mickey Mouse” 
watches. The company, to keep its 
working forces intact after the present 
Christmas rush, is planning another 
unique offering, this time on a clock. 
It has completed negotiations with 
Walter Disney for a special dial ar- 
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rangement featuring “The Big Bad 
Wolf” and “The Three Little Pigs.” 
The company’s records indicate that 
more than 800,000 “Mickey Mouse” 
watches have been sold. 


ee #& ¢@ 


American manufacturers of toys 
report that the present rush is about 
one-third greater than a year ago. 
Statements from the A. C. Gilbert Co., 
New Haven, Lindstrom Tool & Toy Co., 
Bridgeport, and the Gong Bell Co., 
East Hampton, Conn., all mention 
heavy rush of toy business. One ex- 
planation given is the campaign of boy- 
cott against German-made goods on ac- 
count of the anti-Jewish crusade. How- 
ever, our manufacturers still have keen 
Japanese competition. “Made-in-Japan” 
articles are flooding many toy and 
novelty markets. 


* * * 


With the tendency toward use- 
ful gifts for Christmas—the hardware 
retailer has an unusual opportunity 
this year. Among many new items 
which have been brought out during 
the year, suitable for gift purposes, 
are heavy stainless enameled ware with 
chromium plated covers, solid copper 
gift wares, and copper cooking utensils 
with chrome linings. There are also 
many new designs in aluminum cook- 
ing utensils, ranging as low as 50c. 
retail. 

* * # 


General retail business con- 
tinues to gain, according to Dun & 
Bradstreet, with volume reaching new 
high levels for the season. In agricul- 
tural districts, retailers are closing the 
most satisfactory fall season since 
1929, with no signs of an early letup. 
With the good results thus far recorded, 
and the seasonal peak still ahead, con- 
servative estimates place the Christmas 
volume for the entire country at the 
highest level in three years. Many 
thousands of persons have been re- 
moved from relief rolls and placed 
in the earning class, under the civil 
works projects. Sales will be helped by 
the release of Christmas savings funds, 
and by the reopening of many banks. 


* + * 


A sharply improved tone in col- 
lections, as well as a steady rise in 
general activity, featured the latest re- 
port on manufacturing and wholesal- 
ing, prepared by the New York Credit 
Men’s Association. Of the companies 
replying to the group’s weekly ques- 
tionnaire, 34 per cent reported larger 
sales, 45 per cent said they were un- 
changed and 21 per cent indicated a 
recession. Collections were said to be 
fair by 53 per cent, good by 37 per 
cent and slow by 10 per cent. 
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Lumber orders at the mills, for 
the week ended Nov. 11, were the 
heaviest of any week since May, 1930, 
and were more than double those of 
the like week last year, according to 
reports received by the National Lum- 
ber Manufacturers Association. Pro- 
duction was only slightly above the pre- 
ceding week, and all areas reported 
orders above production for the period. 
Heavy price mark-ups, pending under 
the new code, have been responsible 
for much of the recent buying. 

* * * 


Car loadings, too, are looking up. 
The American Railway Association re- 
ported loadings in the week ended 
Nov. 18 showed an increase of 21,613 
cars, or 3.7 per cent, over the preceding 
week, and 26,666 cars over the same 
week in 1932. This increase in loadings 
was contrary to the usual seasonal 
trend at this period. The Nov. 18 week’s 
total this year amounted to 66.1 per 
cent of the 15-year average for that 
period. The industrial output of elec- 
tricity, for the same week, also made 
a good gain of 5.6 per cent over the 
relative week in 1932. Steel activity is 
holding about level at 26.8 per cent of 
capacity, and automobile output for 
November is expected to total about 
95,000 cars, an increase of 116 per 
cent over November, 1932. 

* & * 


The secretary of labor reported 
Vov. 16 a total of 2,800,000 workers 
reemployed during the past seven 
months, representing more than three 
billion dollars added to pay rolls. For 
October 85,000 additional workers 
found employment in the factories and 
industries surveyed by the bureau of 
labor statistics. There was an esti- 
mated gain of nearly $6,000,000 in 
weekly wages in October over Septem- 
ber, and a weekly increase of nearly 
$70,000,000 over the estimated pay roll, 
per week, in March. 

* * 


Wholesale commodity prices 
reached the highest level in more than 
two years, during the week of Nov. 18, 
according to the weekly report of the 
bureau of labor statistics, making an 
increase of approximately 20 per cent 
since March 4 last. The index num- 
ber was 71.7 as compared with 72.1 
in August, 1931, and with 64.2 for the 
corresponding November week a year 
ago. 

* * 

Snow shovels and scrapers are 
sure to be in heavy call. Under exist- 
ing conditions, every opportunity to em- 
ploy hand labor will be utilized. Espe- 
cially will this be so in snow removal, 
and jobbers are insistent that their cus- 
tomers be prepared for a very large 
demand. 


Bank clearings are again mak- 
ing a better showing. The total for the 
third week in November, at all leading 
cities in the United States, as reported 
to Dun & Bradstreet, Inc., was 22.5 
per cent above that for the same week 
of last year. There was a sharp re- 
duction in business failures for the 
last week reported, with a total of 259 
defaults, against 338 and 294 respec- 
tively in the two preceding weeks, and 
180 in the same week of last year. 

* & * 

The demand for battery-operated 
radio receivers has greatly increased 
with the introduction latély of the air- 
cell type of “A” battery. Their poten- 
tial field is the several million unwired 
homes in the United States without 
modern radios. The improved battery- 
operated sets are claimed to have all 
the appeal of the best electric sets. 
and are available to suit every taste 
and pocket-book. 

Midget-type sets, particularly the 
new pocket edition radios, recently in- 
troduced by the International Radio 
Corporation, Ann Arbor, Mich., and re- 
tailing at $12.50 each, are reported by 
the leading hardware distributors to be 
very ready sellers. Popular-priced radio 
sets give every indication of becoming 
one of the year’s best holiday items. 

* * *% 

Small arms ammunition manu- 
jacturers produce more than a billion 
rim fire cartridges annually. More than 
800,000,000 shot shells and approxi- 
mately 200,000,000 center fire car- 
tridges are also made each year. The 
needs of skeet and trap shooters are 
such that manufacturers are required 
to produce about 80,000,000 clay tar- 
gets yearly. 

* * * 

The weekly price index of the 
Journal of Commerce was lower for the 
week of at 70.2, as compared with 57.5 
for the same week of last year. The in- 
dex reflects the movement of the ten 
principal groups of commodities, as 
based upon prevailing wholesale prices. 

* *% x 

Higher auto tire prices were pre- 
dicted by William O’Neil, president, 
General Tire & Rubber Co., in an ad- 
dress before several hundred sales ex- 
ecutives in Chicago recently. Mr. O’Neil 
said that “Costs in automobile tire fac- 
tories have gone up 2714 per cent in 
the past two months. There has been 
a steady downward trend in the prices 
of tires since 1926, but there is now a 
definite turn in the other direction. 
Tires have gone lower than wheat, 
cotton or any farm commodity ever did. 
Prices of stocks have gone up from 
their lows just as much as the value of 
dealers’ stocks of merchandise have 
risen and more people are affected by 
stock prices than are by farm prices.” 
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Pettee’s, Oklahoma City, Okla. 


Make Use of 
The Window’s Might 


UDGING by the large number of Another effective idea is that used having no sides, top or back, pro- 

hardware dealers, large and by the Gardner Hardware Co., Mar- vides a good-looking display stand 

small, who have written to this _—quette, IIl., and pictured on_ this for a large number of items. The 
department for the instruction sheet page. A simple shelf construction, crepe paper adds a note of color so 
telling how to build their own inter- 
changeable display fixtures and the 
responses that indicate a complete 
satisfaction with them, there is a 
strong and growing interest in mod- 
ern window trimming in this indus- 
try. 

One of the most attractive and ex- 
tensive hardware stores in the coun- 
try is that of W. J. Pettee & Co., 
Oklahoma City, Okla. This store 
has always made a strong bid for 
business in the giftware line and, not 
only with window displays, but in- 
the-store displays as well. The win- 
dow at the top of this page comes 
from the Pettee store and indicates, 
in a measure, the wide range of gift- 
wares it handles. Such a display 
immediately stamps a store as being 
in the forefront of possible gift 
sources. This particular display 
utilizes the modern idea of square 
boxes and shelves and depends upon 
plenty of merchandise for its attrac- 
tion. Series A Arrangement 
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necessary in window display. The 
advantage of this type of display is 
that it is adaptable to almost any 
type or size of window. Try this one 
for your Christmas window. 

The sketched windows will be 
easy to install for those who have 
made a set of the fixtures. Quickly 
arranging the necessary units in the 
plan shown in the sketches, and 
freshly covering with crepe paper or 
other material, we have the greater 
part of the window job done. The 
large pieces of ribbon on the refrig- 
erator and the radio or whatever 
similar article you place there, add 
a Christmas punch to the display. 

In both these sketched windows 
the artist has placed uniform style 
price tickets. These are cut out the 
shape of a small tree and, of course, 
may be in any color the window 
trimmer may prefer. Pastel shades 
will give the color note and at the 
same time allow good visibility for 
the lettering. 


Lighting for Windows 


All window trimmers will be in- 
terested in the article on pages 24, 
25 and 26 which deals with lighting 
for Christmas time, but which has a 
strong application for all seasons, as 
far as window displays go. 

The best of window displays can 
be rendered less effective if the 














lighting equipment is not sufficient 
or correctly installed. The source of 
light that strikes the observer in the 
eyes is bad, and the display that is 









































Series B Arrangement 
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Gardner Hardware Co., Marquette, III. 


poorly lighted fails to get its mes- 
sage across. If you are skeptical 
about the effect of good lighting, try 
a powerful and efficient illumination 
and see the increase in the number 
of passersby who stop. You will be 
convinced that, even with increased 
lighting cost, you should have the 
betfer light. 

With the repeal of prohibition 
there will be a new opportunity to 
display and sell glassware and stem- 
ware. 


This arrangement of Series B fixtures 
is used in the window at the left 


















© SPECIALS FOR FRIDAY, SATURDAY & A 
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Newspapers, Letters, Postal 
Cards, Catalogs, Window 
and Outdoor Displays, Store 


Papers—all are ad mediums 


How Will You Advertise in 1934? 


Te approach of 1934 brings 
us face to face with the necessity 
of planning for the new year’s 

advertising, and the first thing we 
must consider, providing our stores 
are in proper order for advertising, 
is the medium through which we are 
to reach the public. Will it be news- 
papers, direct mail letters, postal 
cards, store papers, catalogs, outdoor 
signs, radio, motion picture, or a com- 
bination of these? 
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By J. A. WARREN 
Associate Editor, Hardware Age 


Newspaper circulation should be 
considered from the standpoint of its 
local application. Circulation that 
goes out of the locality which you 
wish to reach is useless to you. A 
newspaper may rightfully claim thou- 
sands in circulation, but the question 
you must determine is “what per- 
centage is local?” A newspaper may 


claim to “cover the county,” but too 
thinly spread circulation, although it 
may actually go into every section, is 
not sufficient. The paper’s circula- 
tion must be sufficiently dense to 
make your ad productive. It must be 
well received to do its best work. 

If such a circulation can be ob- 
tained in your newspaper, use it by all 
means, and obtain a position in that 
paper where your ad will have its 
maximum effect, if you can. If you 
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are offering housewares, for instance, 
see that your ad appears on the 
woman’s page, or, if no regular 
woman’s page is featured, see that the 
publisher gives you reading matter of 
interest to women in a nearby posi- 
tion. 

Failing to get these advantages, 
whether in town or city, you have 
other means of reaching your cus- 
tomers: First, there are letters—di- 
rect mail pieces—which can be given 
a better than ordinary twist if 
thought is put upon them. It is a 
good plan to use a colored paper and 
a distinctive letterhead design, so that 
your letter will be recognized, even if 
it is not carefully read. Many times 
a customer will open a letter of this 
kind and observing it other than a per- 
sonal or business communication, in 
the regular sense, will omit to read it; 
or if he does so will read it carelessly. 
But the distinctive letter paper, 
whether through color or type design, 
will register the name of your store 
in his mind nevertheless. 

During the year this department 
will have examples of direct mail 
pieces to help you arrest the attention 
of prospective and regular customers. 
They can be made very effective, and 
the hardware merchant who is alive 
to his opportunities should use them, 
whether or not he does any other ad- 
vertising. 

Postal cards have been the subject 
of articles in HanDWaRE AGE in the 
past year and the coming months will 
see more about this type of display 
advertising. They are particularly 
useful for calling attention to specials 
and for some reason have a remark- 
able attention getting power. They 
are economical, because when the 
purchase of the card is made the post- 
age is taken care of automatically. 
They have the added advantage of 
lower postage cost and can carry an 
adequate message. 

Small store catalogs are making 
money for those who use them con- 
sistently. There are printers who 
specialize in this type of advertising 
matter in cooperation with the adver- 

(Continued on page 52) 


Here is a well planned newspaper ad 

for hardware. This space is given 

over to heating items, the illustrations 

are well arranged and the whole is 
easily read. 
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There’s a Chill in the Air— 


... and our first thoughts are of home comfort. Come to 
Swank’s; ‘you find every heating appliance and accessory 
you desire to make your home comfortable on these chilly 


evenings. 
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American Radiant 
Gasoline Heater 


Special 
Price 


153 


This heater will make any room 
warm and cozy. Makes its own gas 
from gasoline. Easily carried from 
one room to another. 


Gives quick, 


clean heat, instantly. 


Tobias 
Gas Heater 


No. 2 $4.50 


Size 
A dandy ‘heater for small 
rooms. Can be connected. to 
any gas outict. Finished in 
nickel and black enamel. 


Nesco Perfect 


Oil Heaters 
$ 5-00 


Safe, economi- 
cal heat. Black 
enamel finish 
with nickel 
trimming. Eas- 
ily carried 
from one room 








” J to another. 


Fire Shovels 
Black 











Japanned 


10° 


Galvanized 


15° 








Coal Buckets 


Black 
‘Japanned 


45° 


Galvanized 


55° 











Century Radiant 
Gas Heater 


Special 75 
Price.... $9 

A real value. Has seven large 
radiants for quick, clean heat. 


Beautiful brass. finish; orna- 
mental base. 


Stove Pipe 


Heavy gauge 
stove pipe; blue 
: steel finish. 
m Full joints, 24 
inches long. 


5-Inch Pipe 
4-Inch Pipe 
5-Inch Pipe 
6-Inch Pipe 
7-Inch Pipe 


Furnace Pipe 
Galvanized furnace pipe, 26 
gauge. Full joints, 24 inches 
long. 
7-Inch Pipe 
8-Inch Pipe 
9-Inch Pipe 
10-Inch Pipe 


Elbows 


Blue steel finish, 45 or 90 de- 
gree. 


3-Inch Elbows 
4-Inch Elbows 
5-Inch Elbows 
6-Inch Elbows .............. 
7-Inch Elbows 








Furnace Cement 


Asbestos, fire-proof and acid- 
proof. Leaves no odor, 


1-Pound Can 
5-Pound Can 


Stove Cement 


Repair old, cracked lnings 
with this nreproof «ement. 


3-Pound Box .......... 
§-Pound Box 


Black Jack 
Enamel 
for your furnace 


Gives a du- 
table, black, 
glossy finish 
on all metal 
surfaces. Es- 
pecially de- 
sirable for 
stoves, 
ranges, fur- 
naces and 
stove pipes. 
Easy to ap- 
ply. 





Accessories 


for Stoves and Heaters 


Flue Stops 
Pipe’ Collars 
Pokers .... 
Dampers 





Stove Parts 


We carry a complete stock 
of stove parts for all stoves 
sold by us. Parts for any 
make stove Gan be ordered 
by our stove department, 
Second Floor. 











SWANK’S” 


SINCE 1862 ~ MAIN & BEDFORD STS. 








and Manufacturers 
Salesmen 





News of Retailers, Jobbers 
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IMPERIALISTIC CODE AUTHORITY ATTITUDE 


WARNED AGAINST BY DIV. ADMINISTRATOR 





A. D. Whiteside States 
NRA Does Not Want 
Rigidity 





(Washington Bureau 
of Hardware Age) 


Divisional Administrator A. D. 
Whiteside of the NRA warned 


against fanaticism and rigidity 
in the enforcement of codes of 
fair competition at a_ recent 


banquet of the Washington Bet- 
ter Business Bureau. 
“As you come into authority 


and control trade, don’t be 
fanatical about it and don’t over- 
do it. Don’t get to a _ point 
where a man can’t breathe, or 
turn around, or run his own 
business. We don’t want rigid- 
ity. 


This was the message of Mr. 
Whiteside to the Bureau as the 
agency to which enforcement of 
the trade practices of the retail 
code is left. His remarks were 
construed to reflect growing con- 


cern within the NRA over the 
rather imperialistic attitude of 
some code authorities set up. 
The tone of communications to 
business men, too, have taken on 
the tenor of a ukase. It is 
known that NRA officials have 


sharply admonished some repre- 
sentatives with warning — that 
they must show courtesy in treat- 
ing with business and industry. 
They have been told they must 


grow up to their jobs. They 
must not swell up to them. A 
surprising thing noted is that 
frequently NRA selections as 


code authorities or in other ca- 
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| circles, 


| often 








made from _ business 
reflect this “dictator” 
complex. And ironically enough, 
these selections are men 
who previously have been alto- 
gether peevish and critical of 
government bureaucracy. 

It is partially due to this tenor 
of dictation to business and in- 
dustry that has incited reaction 
against the NRA. It has cata- 
pulted the “dead cats.” Whether 
Mr. Whiteside had this point in 
mind or not, his warning is 
given great weight. For, not 
only is it a sound warning, but 
Mr. Whiteside is easily one of 
the most prominent figures in the 
NRA and his presidency of 
Dun & Bradstreet, Inc., likewise 
‘Continued on Page 48, Col. 4) 


pacities, 








Should You Wish 
To File a Complaint 





There is printed on page 53 
of this issue of HARDWARE 
AcE a form issued by the 
NRA, entitled “Complaint of 
Violation of Code of 
Competition for the 
Trade/Industry.” It is fully 
explained in an accompany- 


Fair 


ing article on the same page. 
The complaint form is the 
acme of simplicity and should 
be easily understood by every- 
one. It requires to be sworn 
to before a Notary. 











MOHAWK VALLEY ASSN. 
HEARS HOY ON CODE 


George G. Hoy, field secre- 
tary, New York State Retail 
Hardware Association, discussed 
the retailers’ code before a re- 
cent meeting of the Mohawk Val- 
ley Hardware Association held 
in Utica, N. Y. A feature of the 
meeting was a talking picture 
showing the manufacture of win- 
dow, plate and safety glass which 
was presented by G. F. Wallace, 
president, Syracuse Glass Co., 
Syracuse, N. Y. 


A. T. HARLAND IS PRES. 
HARLAND, KRUE & CO. 


A. T. Harland is president of 
the recently formed wholesale 
firm of Harland, Krue & Co., 
Detroit, Mich. F. A. Krue, Jr., 


is treasurer of the company, 


while A. E. Cord is secretary. 








prominent part. 


metal. 








Hardware Firms Participate 
In Numerous NRA Parades 


Throughout the country during the past few weeks NRA 
parades have been taking place. 
retail, wholesale and manufacturing, have been taking a 
In the photo above the personnel of 
George L. Starks and Co., Saranac Lake, N. Y., are seen 
halted during the parade in that city. 
pearance made by this hardware firm was not outdone by 
any organization in the parade. 


The beautiful and spectacular float at the left was driven 
in the parade at Fitchburg, Mass., on Armistice Day. It 
was the contribution of the Independent Lock Co. and 
Lockwood Hardware Mfg. Co. and the replica of the well- 
known lock was 14 ft. in height and was made of sheet 
The case was finished in gold bronze. 


The hardware industry, 


The handsome ap- 
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Executive Changes, Meet- 
ings, Current Events in 
the Hardware Trade 























NEW YORK PAINT CLUB 
CHANGES ITS NAME 

The New York Paint, Oil & 
Varnish Club officially voted to 
change its name to New York 
Paint, Varnish & Lacquer Asso- 
ciation at a recent meeting held 
at the Hotel Biltmore, New York 
City. President Ralph H. Ever- 
ett pointed out that the newly 
organized National Paint, Var- 
nish & Lacquer Association’s set- 
up enables the local club to 
broaden its scope as previously 
desired by the executive com- 
mittee. Mr. Everett discussed 
the new groups within the local 
association; trade sales group, 
industrial sales group, produc- 
tion group and code advisory 
committee. 

William H. Jarden, Jr., presi- 
dent, McCloskey Varnish Co., 
Philadelphia, Pa., addressed the 
meeting and said that the in- 
dustry must heed the call to 
wipe out “paint chiselers and 
racketeers” and those creating 
unfair unnecessary competition. 
He declared that the industry can 
survive only through greater 
service. Mr. Jarden, who is ac- 
tive in the Philadelphia associa- 
tion, said that during slack 
business times wise manufactur- 
ers create new products and im- 
prove old ones while “chiselers” 
resort to price cutting, etc. 

A. E. Horn, Paint Industry Re- 
covery Board, discussed the work- 
ings of that group in the terri- 
tory. 

More than 125 members and 
guests attended the meeting. 





LEAVES SARGENT & CO. 
TO HOLD PUBLIC OFFICE 

George Charman, first select- 
man-elect of the town of West 
Haven, Conn., recently resigned 
from Sargent & Co., New Haven, 
Conn., to devote his time to the 
important public office to which 
he has been elected. Mr. Char- 
man was honored by a dinner 
given by employees of the Sar- 


gent organization at Carroll’s 
Oyster River Inn, Woodmont, 
Conn. He had been with the 


company since 1922 as head of 
several factory departments. A 
wrist watch was presented Mr. 
Charman as a token of the esteem 
of his associates. 

Following the dinner a_pro- 
gram of entertainment was of- 
fered. Congratulatory messages 
were read from John H. Shaw, 
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for many years factory superin- 
tendent for the company, as well 
as from Everett E. Lord, former 
executive of the company, and 
from the Sargent branches in 
Belleville, Ont., Chicago, Ill., and 
New York City. 

Mr. Charman was congratu- 
lated for his political victory by 
messages from Governor Cross, 
Connecticut, James A. Farley, 
Postmaster-General and _ chair- 
man of the National Democratic 
Committee, and from Attorney- 
General Homer Cummings. 

W. H. McBRIDE JOINS 

WEB-LITE COMPANY 


W. H. McBride, for thirteen 
years advertising and sales pro- 
motion manager for Gainaday 
Electric Co., Pittsburgh, Pa., and 
during the past three years sales 
manager, Alpha Claude Neon 
Corp., Pittsburgh, Pa., is now 
sales manager of the Web-Lite 
Co., Pittsburgh, Pa. The Web- 
Lite Co. manufactures “sales 
theaters,” electrically operated 
advertising display machines for 
use in windows, counters, etc. 





HAND HARDWARE SELLS 
OWN ROOF COATINGS 


The Hand Hardware Co., Eliz- 
abeth, N. J., is now distributing 
its own line of roof coating and 
cement under the trade name 
“Hanco.” 


FOLEY, SIEBERT, HEALE ADDRESS 
N. Y. DEALERS ON SALES TAX, CODES 





The American Red Cross 
an Mie Carries. on 


£AN 








C. G. McQUAIDE RESIGNS 
FROM BOND ELECTRIC 


C. G. McQuaide has resigned 
as western manager of the Bond 
Electric Co., Jersey City, N. J., 
after having been with the com- 
pany for eleven years. Mr. Mc- 
Quaide, who is well known to 
the hardware wholesale trade, has 
not made definite plans for the 
future. He resides at 80 Norfolk 





Rd., Clarendon Hills, Il. 








R. P. Jeschke, Sayville, L. L., 
was one of the many hardware 
dealers who sent to the window 
display editor for the instruction 
sheet telling how to build his 
own window display fixtures. 
Mr. Jeschke could have done the 





work himself, being a competent 


% 








Long Island Dealer Likes H. A. Window Fixtures 


a c 1 JESCHKE 


MAROWARE 


creer] eae 


workman at carpentry, but pre- 
ferred to have a mechanic in the 
neighborhood do the work. Even 
then, he found the fixtures com- 


paratively inexpensive. He is so 
well pleased with this series A 
set that he has obtained the in- 
structions for building series B. 





Members of the Manhattan and 
Bronx association meeting at the 
Yorkville Chamber of Commerce, 
New York City, November 28, 
endorsed the appointment of 
William F. Siebert, secretary, 
Hammacher, Schlemmer & Co., 
New York City, as hardware 
trade representative of the NRA 
Retail Code Authority of New 
York City. Mr. Siebert explained 
the various divisions of the au- 
thority and pointed out that by 
reading the code many questions 
dealers might propose could be 
answered by themselves. He dis- 
cussed the handling of com- 
plaints and informed the meeting 
that a questionnaire would be 
mailed retailers in the city. 

John B. Foley, secretary, New 
York State Retail Hardware As- 
sociation, Syracuse, N. Y., dis- 
cussed the state retail tax and 
pointed out that more than half 
of the $21,000,000 the state 
wished to raise by that tax had 
already been collected. He urged 
letters be sent the tax commis- 
sion seeking the repeal of the tax 
by the time the full amount had 
been realized. Mr. Foley touched 
upon the services rendered by 
the state and national associa- 
tions and urged cooperation with 
New York State Council of Re- 
tail Merchants. President Thomas 
Grogan, Brooklyn Hardware As- 
sociation, read a letter members 
of that association are planning 
to individually send the tax com- 
mission protesting extension of 
the state sales tax. 

Charles J. Heale, editor, Harp- 
WARE AGE, pointed out that the 
basic point of all codes concerned 
wages and hours. He said that 
the codes seek to bring back pur- 
chasing power and return self- 
respect to people, and that the 
major problem is to get people 
off the streets and back to work. 
Mr. Heale discussed code hear- 
ings he had attended. 

R. D. Denise, eastern repre- 
sentative, Retail Clerks Interna- 
tional Protective Association, af- 
filiated with the American Fed- 
eration of Labor, discussed the 
plans of his organization and 
suggested cooperation between 
dealers groups and the clerks’ 
association. 

President Jean Blair presided. 
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W. G. YANTIS ELECTED PRESIDENT OF SHAPLEIGH HARDWARE CO. 





A. W. Shapleigh Now 
Vice-President and Treas- 
urer of the Company 


William G. Yantis, a vice-presi- 
dent of the Shapleigh Hardware 


Co., St. Louis, Mo., 


distributors, for the last thirty- | 


two years, has been elected presi- 
dent by the board of directors. 
He succeeds the late Richard W. 
Shapleigh who died Nov. 6. Mr. 
Yantis, who has 
wholesale hardware business for 


the past forty-eight years, joined 
the company in 1901 as second 


vice-president. For the last twen- 


ty years he was the only vice- | 
having | 
abolished the position of second | 
He has been in | 


president, the company 


vice-president. 
charge of buying and of coaching 
salesmen of the company since 
he joined the organization. 


Mr. Yantis is a member of the | 
board of directors and has long 


been one of the board’s executive 
committee of three, which de- 
cides policies of the company. 
Prior to joining the Shapleigh 
company he was with the Sim- 
mons Hardware Co., St. Louis, 


Mo., as a salesman and depart- | 


ment manager. His entire busi- 
ness career has been spent in the 
merchandising end of the whole- 
sale hardware business. 

A. Wessel Shapleigh, who has 
been treasurer of the company 


has been promoted to the office | 


of vice-president und treasurer. 
He is a son of A. F. Shapleigh, 
chairman of the board and 
brother of the late R. W. Shap- 
leigh, who 
pointments. 
the company for twenty years. 
Stanley Quisenberry, sales 
manager for the Missouri and II- 
linois district, was elected direc- 
tor to fill the vacancy caused by 
the death of Richard W. Shap- 
leigh. He has been with the 
company for thirty years. 


announced the ap- 





wholesale | 


been in the} 


He has been with | 








WILLIAM G. YANTIS 








A. W. SHAPLEIGH 





A. F. SHAPLEIGH 




















FRANKLIN COUNTY ASSN. 
FORMED BY DEALERS 
Roger Williams, Williams 

Hardware Co., Columbus, Ohio, 

was named president of the re- 

cently formed Franklin County 

Retail Hardware Association. W. 

| Lester Ross, Columbus Hardware 

Supplies, Inc., was elected vice- 

president while George Deem, 

Deem Hardware & Paint Co., was 

named secretary. Charles Ackers, 

Ackers Hardware Co., was elect- 

| ed treasurer. 

At the meeting which was held 
in the Deshler Wallick Hotel, 
Columbus, Ohio, Harry Van 
Horn, manager, Columbus Better 
Business Bureau, was the prin- 
cipal speaker, his subject being, 
“Form:tion of the Retail Code.” 


MALBIN DISTRIBUTES 
BRINNER ROPE 
DISPENSER 


W. K. Malbin, P. O. Box 1306,’ 


Chicago, Ill., has taken over dis- 
tribution of the Brinner Rope 
| Dispenser. 





Safety Rules for Roller Skating Urged by Underwriters Bureau 


The widespread popularity of 
roller skating by adults as well 
as children has brought about a 
growing number of preventable 
accidents according to the Na- 
tional Bureau of Casualty and 
Surety Underwriters. A survey 
by Albert W. Whitbey, associate 
general manager of the bureau 
reports mishaps due to careless 
skating as having increased from 
two to five hundred per cent in 
20 cities studied. To prevent 
further increase in the number 
of accidents and to curb the ex- 
isting ratio of roller skating mis- 
haps the Bureau offers the fol- 
lowing suggestions: 

“We recommend the passage of 


Ba) 


local _ legislation _ prohibiting 
skaters from using main streets 
and highways and from skating 
in business districts. 

“To compensate for this, any 
one of three alternatives may be 
offered. Adaptable sections of 
parks may be turned over to the 
skaters. Public school play- 
grounds may be made available. 
The third is to rope off or barri- 
cade streets in residential dis- 
tricts. This can be done by ob- 
taining the consent of the proper 
municipal department and the 
permission of a majority of the 
residents in the closed streets. 
A rotating plan might be advis- 
| able in various districts so that 











one street is not made to bear the 
entire burden. A time limit or 
curfew should be set and rigidly 
enforced. 

“The schools should see to it 
that children do not skate to and 
from school. Municipal police 
and park authorities should en- 
force other regulations, espectal- 
ly on the extremely dangerous 
practice of ‘hitching.’ ” 


NOW PHIPPS PARTNER 

Robert Andrew is now a patt- 
ner in the Phipps Hardware Co., 
Greensboro, N. C. 








HURLBERT CELEBRATES 
HIS 75TH BIRTHDAY 
| W. G. Hurlbert, president, 
Bostwick Steel Lath Co., Niles, 
| Ohio, recently celebrated his sev- 
| enty-fifth birthday. This year 
also marks his forty-fifth as an 
executive of the Bostwick organi- 
zation. Mr. Hurlbert was the 
first manager of the company, 
later becoming its president. On 
the occasion of the anniversary 
he received many congratulatory 
messages from competitors, as- 
sociates and from men prominent 





|in the steel industry including 


Charles M. Schwab. 





C. J. Heale Talks to Philadelphia Ass’n 
on Wholesale and Retail Codes Nov. 16 


Coming directly from the 
Washington hearing on the pro- 
posed basic wholesale code, Chas. 
J. Heale, editor, HARDWARE AGE, 
outlined its objectives and read 
parts of the code to the Retail 
Hardware Associaiion of Phila- 
delphia, on Thursday, Nov. 16. 
The meeting was held at the 
Architects Building, Philadelphia, 
Pa., with President Harry Kaiser 
as chairman. Mr. Heale brought 
late news on the retail code de- 
velopments, outlook for favorable 
retail code “interpretations” and 
answered a great many questions 
in the discussion which followed 
his talk on N.R.A. and the codes. 

I. P. Linn, executive secretary 
of the Retail Home Furnishers 
Association of Philadelphia, 
talked on the growing abuse of 
organized consumers buying at 
wholesale prices through indus- 
trial and municipal welfare 
bodies. He urged the support of 
the Philadelphia hardware men 
in stamping out this unfair com- 
petition and judging from the 
reception given his plea, his or- 


ganization will have that support. 

W. Glenn Pearce, managing di- 
rector, Pasha, told of the recent 
appointment of a local hardware 
delegation to the N.R.A. Phila- 
delphia Retail Code Authority. 
Those appointed are: Mr. Kaiser, 
Mr. Pearce, Frank Fifer, Henry 
Appleton and Horace Goodwin. 
This delegation was endorsed by 
the meeting. Mr. Pearce also 
spoke briefly on the 1934 Pasha 
convention to be held in Pitts- 
burgh, Pa., Feb. 27 to March 2, 
1934, and urged support and at- 
tendance. 

Frank Fifer, Philadelphia, Pa., 
president of the Pasha urged 
members to follow the market up- 
turn in the pricing of merchan- 
dise to compensate for losses sus- 
tained on its last decline. He 
stressed the importance of recog- 
nizing replacement cost as the 
true cost. Secretary Wm. Brown 
read the minutes of the October 
meeting, announced future plans 
and programs and expressed for 
the association appreciation to 





the speakers. 
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R. S. CORNELL HEADS 
WELFARE COMMITTEE 
R. S. Cornell, Stanley Works, 

New York City office, has ac- 

cepted the chairmanship of the 

hardware division of the Citizens 


Family Welfare Committee for 
the campaign which recently 


opened for the raising of $4,- 
000,000 to enable family welfare 





R. 8S. CORNELL 


societies in New York City to 
help in their relief work. Mr. 
Cornell is organizing a group of 
active workers who are covering 
the entire industry in New York 
by personal solicitation of the 
executives of corporations. Em- 
ployee groups will also be asked 
to contribute. 

The hardware division, which 
includes sporting goods, toys and 
novelties industries, 
trade groups comprising the Com- 
merce and Industry Committee. 
of which Myron C. Taylor, United 
States Steel Corp., is chairman. 
During the last three years simi- 
lar groups have raised $26,- 
000,000 for unemployment group. 
The men connected with the 
committee this year are expected 
to raise a major portion of the 


$4,000,000 sought. 





CUNNINGHAM REPRE- 
SENTS STANDARD 
* WIRE CLOTH 


A. Cunningham Co., 
Mass., has been appointed as New 
England selling agents for The 
Standard Wire Cloth & Screen 
Co., York, Pa. 


G. C. BLACK IS PRES., 
DALLAS HARDWARE CLUB 


George C. Black was elected 
president of the Dallas Hardware 
& Implement Club, Dallas, Tex., 
at the Nov. 20 meeting, held at 
the Dallas Athletic Club. O. H. 


Mann is vice-president, while H. 


is one of 87 


| 
3oston, 


C. Rast is secretary-treasurer. H. | 
D. Cronk was named chairman of | 


the board, while Dan Tudor and 
A. M. Rood were elected direc- 
tors. 
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Victer H. Schoffelmayer, Dal- 
las News, editorial staff, told the 
club that for the first ten months 
f 1933 the Texas farmers’ in- 


come, due to higher prices and | 


Federal cotton plow-up money, is 
estimated at around $275,000,000, 
a gain of about $131,000,000 over 
ast season, or about 91 per cent. 





NEW HAVEN CLUB HEARS 
ADVERTISING TALK 


Harry MaLette, West Haven, 
Conn., discussed the various 
phases of advertising as applied 
to general retail business at the 
recent meeting of the New Haven 
Hardware Club, held at “Mur- 
rays,” New Haven, Conn. John 
P. Smith, president of the club. 
conducted the meeting. A gen- 
eral discussion of present-day con- 
litions facing hardware dealers 
was a part of the meeting. 


BRITISH HARDWARE 
TRADES DIRECTORY 


The 1934 edition of The Hard- 


| ware Trade Directory and Buy- 





ers’ Guide has been issued by 


| The Hardware Trades Directory, 


Ltd., 131 Finsbury Pavement, 
London, E.C. 2, England. This 
edition, which is the fourteenth 
annual number, contains more 
than 680 pages of listings and 





advertisements. There are four 
sections, each printed on different 
colored stock, identified by labels 
attached to the first page’ of e:ch 
section. 

Section I, containing more 
than 240 pages, is an index of 
manufacturers, merchants, whole- 
sale distributors, etc., and in- 
cludes codes, telephone numbers, 
telegraphic addresses, London of- 
fices, etc. A classified index of 
branded trade marks, 
specialties, proprietary articles, 
etc., is given in section II, which 
contains more than 100 pages. 

There are more than 160 pages 
of listings in section III, includ- 
ing retail ironmongers, hardw.re 
dealers, etc., in England, Ire- 
land, Scotland and Wales. Sec- 
tion IV is the buyers’ guide. 

An advertisers’ index is in- 
cluded in the directory. 


goods, 


CORPORATION ACQUIRES 
MONTANA HARDWARE 
Montana Hardware, department 

of Anaconda Copper Mining Co. 

Butte, Mont., has sold its busi- 

ness to the Montana Hardware 

Montana corporation). 

The transfer included all interests 

of every kind. 

The Montana Hardware Co. is 
owned in its entirety by the Ana- 
conda Copper Mining Co. 
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Radio Ownership by Income Level, as of January, 1933 


(Those homes falling within the “V" 


sia lala 


Aor (OVER $10000 INCOME) 878% OWNED RADIOS AS OF JANUA 


a eres ck 


($5000 $10000 INCOME) 87% OWNED “RADIOS AS OF 


Fok hea Hie 


($3,000 $5. 000 one 80 7% =~} RADIOS AS 
$3000 INCOME) 720% OWNED RADIOS. 


CLASS C HOMES ($1,000 000 moines 578% OWNED R 


VN we 
ofc? lof, Bc ofS 


INCOME) %0% OWNED 





This chart represents a radio ownership of nearly 17,000,000 sets in 
30,000,000 homes. It was prepared by the Columbia Broadcasting System 
and shows a national study by income levels. 


While Class AAA homes (over $10,000 income) show a high satura- 
tion point, note that there is still a very sizable market for set in homes 
not yet equipped and whose family income falls between $1000 and 
$5,000. This market is approximately 30% still unsold 
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CASTAGNOLA ELECTED 
LIONEL VICE PRES. 


Salvatore Castagnola, formerly 
advertising manager, The Lionel 
Corp., New York City, manufac- 
turers of electric trains and 
model railroad equipment, has 
been elected vice-president in 
charge of sales and sales pro- 
motion activities. Archer A. St. 





S. CASTAGNOLA 


John, former assistant advertis- 
ing manager, has been appointed 
advertising manager. Arthur 
Raphael will be in charge of all 
territorial sales activity as field 
manager. 

Mr. Castagnola, who developed 
the Lionel boys’ club, joined the 
Lionel organization in 1931, hav- 
ing previously been president of 
Four Arts Studio, advertising and 
merchandising counsellors. When 
the first program of the com- 
pany’s radio schedule was re- 
cently broadcast, Mr. Castagnola 
addressed the 600 toy dealers 
who attended as of the 
company. 


guests 


NEW ENGLAND GROUP 
HEARS NRA TALK 


Arthur Liebman, NRA speak- 
er, discussed the NRA and codes 
at the fall meeting of the New 
England Hardware Associates 
held recently at the Boston City 
Club, Boston, Mass. Following 
the dinner entertainment was 
offered including a vaudeville act 
and a speaker on topics of the 
day. 

Joseph M. Kennedy was chair- 
man of the committee in charge. 
YOUNGSTOWN TUBE CO. 
PROMOTES R. M. WELCH 


Roy M. Welch has been named 
as assistant to Frank Purnell, 
president, Youngstown Sheet & 
Tube Co., Youngstown, Ohio. He 
was formerly assistant secretary 
and assistant treasurer. R. C. 
Steese, Youngstown, has _ been 
elected a member of the execu- 
tive committee of the board of 
directors. 


S. G. HIBBEN NAMED 
LIGHTING DIRECTOR OF 
WESTINGHOUSE LAMP 


Samuel G. Hibben, manager of 
the Commercial Lighting Depart- 
ment, Westinghouse Lamp Co., 
for the past 15 years has been 
appointed director of lighting, as 
announced in the Nov. 23 issue 
of Harpware Ace. He will func- 
tion as an “ambassador at large” 
on all lighting activities, keeping 
in close touch with new lighting 
developments as they take shape 
in research laboratories. 





S. G. HIBBEN 


Graduating from Case School 
of Applied Science in 1910 he be- 
came an illuminating engineer 
with MacBeth-Evans Glass Co., 
Pittsburgh, Pa. Later he was ac- 
tive in consulting engineer work 
after which he joined Westing- 
house Electric & Mfg. Co., en- 
gineering staff. He then went to 
direct industrial and commercial 
lighting in the Pittsburgh office 
of the Westinghouse Lamp Co. 
During the war he was with the 
engineer corps as a captain. Fol- 
lowing the war he took a year’s 
course of special graduate work 
at the University of Paris. 

Returning to this country he 
became branch manager of the 
Westinghouse Lamp Co. in 
Cleveland, later going to Bloom- 
field, N. J., to develop a lighting 
service bureau which later be- 
came the present commercial en- 
gineering department. He has 
played an important part in 
lighting installations on the Hol- 
land Vehicular Tunnels, Cen- 
tury of Progress, etc. 

He is making his headquar- 
ters in the engineering and re- 
search building of the Westing- 
house Lamp Co., Bloomfield, 
N. J 


LIGHTOLIER CO. OPENS 
NEW DISPLAY ROOMS 


The Lightolier Co. has opened 
new showrooms at 11 E. 36th St., 
New York City, with rooms, etc., 
designed to show the importance 
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of correct lighting to modern liv- 
ing. Among the features in the 
lighting center is the wiring in- 
stallation, making possible the in- 
dividual illumination of any fix- 
ture in the showroom. 

Frank W. Smith, president, 
New York Edison Co., formally 
opened the lighting center which 
comprises twenty-six period rooms 
and specially designed display 
spaces giving background for 
demonstrations of all types of di- 
rect, semi-direct and _ indirect 
lighting for the home, office, apart- 
ment and large building. 





LAIST HEADS COPPER 
& BRASS RESEARCH 


Frederick Laist, vice president, 
Anaconda Copper Mining Co., 
was elected president of the Cop- 
per & Brass Research Associa- 





tion recently at the Bankers Club, 
New York City. 

Vice presidents are: F. S. 
Chase, president, Chase Brass & 
Copper Co.; C. D. Dallas, presi- 
dent, Revere Copper & Brass, 
Inc.; H. Donn Keresey, president, 
Anaconda Wire & Cable Co., and 
Louis S. Cates, president, Phelps 
Dodge Corp. C. T. Ulrich, trea- 
surer, Kennecott Copper Corp., 
was reelected treasurer. Cleve- 
land E. Dodge, vice president, 
Phelps Dodge Corp., was elected 
chairman of the executive com- 
mittee. 


HARDWARE STORE 
DESIRES CATALOGS 


Fox’s Hardware, Hartsville, S. 
C., requests catalogs of manufac- 
turers and wholesalers. J. C. 
Bigby, R. U. Fox and Brooks 


Usher are operating the business. 











Brief Items of Interest to the Trade 


C. E. Dulfer has moved the 
West Portal Hardware Shop to 
larger quarters on the corner of 
Vicente and W. Portal Streets, 
San Francisco, Cal. 





The Noves Hardware Co., Lit- 
tleton, Colo., has moved to new 
quarters where additional stock 
is carried. 

Having outgrown its quarters 
on Main St., Flushing, Long 
Island, N. Y., Fox & Schamel, 
Inc., hardware dealers, has 
moved to its new store at 136- 
41 Roosevelt Ave., Flushing, 
combining the former Main St. 
stock with that of the Roosevelt 
Ave. store. The Roosevelt Ave. 
store occupies three complete 
floors and is 25 by 100 feet in 
area. 





James S. Schweigert of Sap- 
pington & Schweigert, Avon’ 
Park, Fla., hardware dealers, has 
opened a _ hardware store in 
Wauchula, Fla. R. F. Sapping- 
ton will continue in Avon Park 
the hardware business he estab- 
lished several years ago. 





Wilbur Klassie is managing 
the hardware store in Greene, 
Iowa, formerly operated by Miner 
& Curtis. 





Erick Kehrberg, Swanville, 
Minn., has purchased the hard- 
ware business of the John Bow- 
den estate in Spring Valley, 
Minn. 





The Weinmann Hardware Co., 
Osakis, Minn., has moved to the 
Koncezak Bldg., in that town. The 
new quarters were remodeled and 
enlarged before the business was 
moved. 





Glen Broome has opened the 
Southwest Hardware & Equip- 
ment Co., 15 S. 6th Ave., Tucson, 
Ariz. 


The L. M. Case hardware 
business, 8 Summer St., Bristol, 
Conn., was recently incorporated. 
Leon M. Case is president and 
treasurer of the firm, while his 
son, Randall M. Case, who has 
been active in the business for 
the past seven years, will serve 
as secretary and assistant treas- 
urer. 


Members of the firm of the 
Loudonville Hardware Co., Lou- 
donville, Ohio, one of the old- 
est hardware concerns in that 
section, have decided to dissolve 
the partnership. 





Steve Vallery, Waverly, Ohio,- 
hardware dealer, will move his 
business to the Dougherty Bldg., 
in that town. The new quarters 
are being repaired and painted. 





Murta, Appleton & Co., Phila- 
delphia, Pa., has moved its en- 
tire gun department to the bal- 
cony of the retail store, where 
a complete department featuring 
clothing, ammunition and shoot- 
ing accessories has been ar- 
ranged. 


W. J. Byron and J. H. Conway 
have established the Conway- 
Byron Hardware Co., Shawnee, 
Okla. 





The main store of the New 
York Hardware Trading Co., Los 
Angeles, Cal., has been moved to 
larger quarters at the northwest 
corner of Main and Sixth Streets. 


PITTSBURGH DEALERS 
HEAR McKNIGHT ON CODE 


Seventy-five members and 
guests attended the Nov. 27 
meeting of the Pittsburgh Re- 
tail Hardware Dealers Associa- 
tion, held at the Fort Pitt Hotel, 
Pittsburgh, Pa. Hugh F. Mc- 
Knight, past president, NRHA, 
who represents the hardware 
trade on the Pittsburgh Retail 
Council on Code Conference, and 
is its treasurer, led a discussion 
on the NRA Retail Code. G. C. 
Dennison, Better Business Bu- 
reau, spoke on “Confidence” ap- 
plying to the need of confidence 
in the NRA. 

A. J. Bihler, J. C. Lindsey 
Hardware Co., Pittsburgh, Pa., 
discussed the wholesalers code. 
He explained the provisions of 
the code and its effect on the 
relations bet ween wholesalers 
and retailers. An active discus- 
sion followed his address. 

Ross R. Rainey, Pittsburgh 
Paint Supply Co., Pittsburgh, 
Pa., spoke briefly on the whole- 
salers and paint manufacturers 
codes under the NRA. 

President Frank A. Hegner 
conducted the meeting. 


SIEBERT ADDRESSES 
HARDWARE BOOSTERS 
ON CODE AUTHORITY 


W. H. Siebert, secretary, Ham- 
macher, Schlemmer & Co., New 
York City, and hardware trade 
representative on the N.R.A. Re- 
tail Code Authority in New York 
City, discussed the workings of 
that group before the Nov. 25 
meeting of the Hardware Boosters 
held at the Hardware Club. Mr. 
Siebert said that the machinery 
of the N.R.A. is more simple 
than it seems and pointed out 
that the teeth in the N.R.A. are 
only shown when necessary. He 
pointed out that although the dry 
goods trade has three members 
on the local authority it has but 
one vote as a group. Mr. Siebert 
called attention to the fact that 
local associations have no power 
to render interpretations. 

Charles J. Heale, editor, Harp- 
WARE AGE, pointed out that the 
interpretations board will finally 
decide upon a fair amount of 
markup to cover overhead and 
emphasized that once a code is 
signed it is law, which may be 
changed only by the President 
and national code administration. 

President Louis J. Haas, W. C. 
Heller & Co., conducted the meet- 
ing. Past president John H. 
Tracy, Rawlplug Co., Inc., led 
the singing. Charles Pincus, The 
Stanley Works, chairman of the 
Christmas party announced prog- 
ress on the plans for the party 
which will be held Saturady, Dec. 





16, at the Hardware Club. 


HARDWARE AGE 
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SEEKS AMERICAN LINES 
TO IMPORT INTO CHINA 


Woldemar E. Leidloff, 597 Rue 
Lafayette, Shanghai, China, seeks 
to establish connections in the 
United States which will enable 
him to import housewares and 
general hardware into China. 
With building construction active 
in China, Mr. Leidloff is partic- 
ularly interested in builders’ 
hardware, electric heating appli- 
ances, plate and window glass, 
plumbing supplies and powdered 
forms of floor shellac and paint. 

Mr. Leidloff points out that he 
has had considerable experience 
with other importing firms and 
that he can furnish satisfactory 
business and credit references. 





WILLIAMS, MILLER ARE 
IN MAINE HOSPITAL 
Maynard H. Williams, Corbin 


Screw Corp., New Britain, Conn., 


and Fred Miller, Stanley Works, . 


New Britain, Conn., are confined 
to the Perley House, Brunswick, 
Me., hospital. Messrs. Williams 
and Miller, who were recently in- 
jured in an automobile accident, 
are resting and recovering from 
their unfortunate experience. 





LEON SCHWARTZ TALKS 
TO NORTH JERSEY ASSN. 

Leon Schwartz, representing 
The Patterson-Sargent Co., Cleve- 
land, Ohio, in the New York and 
New England territory, addressed 
the November meeting of the 
North Jersey Hardware & Supply 
Association, held at the Oritani 
Field Club, Hackensack, N. J. 
Mr. Schwartz touched upon gen- 
eral business conditions as he saw 
them while traveling. 

President Demarest Romaine 
conducted the meeting and an- 
nounced that the Dec. 12 session 
would be held in Bloomfield, 
N. J. The change of name of the 
association, as suggested by the 
Metropolitan association, was 
held over. 

GORHAM MANAGES SALES 
FOR HAAG BROS. CO. 

R. W. Gorham was recently 
appointed general sales manager 
of Haag Bros. Co., Peoria, IIl., 
manufacturers of electric and 
power washing machines. He has 
been connected with the industry 
for the past fifteen years. 





R. G. SCOTT IS V.P. 

OF REVERE COPPER 
C. D. Dallas, president, Revere 
Copper & Brass, Inc., has an- 
nounced the appointment of 
Robert G. Scott as a vice-presi- 
dent of the company in charge 
of the Taunton-New Bedford Di- 
vision with headquarters at Taun- 
ton, Mass. He has been with the 
organization since its inception in 
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1929, previous to which he was 
with the Rome Brass & Copper 
Co. and Baltimore Copper Mills, 
both of which are now a part 
of Revere. 

For the past year he has been 
doing special work of a sales en- 
gineering nature, in New York 
City, contacting industrial cus- 
tomers. The Taunton-New Bed- 
ford division operates mills in 
those two sections and serves the 
New England area. 





GUY ALLOTT ELECTED 

MAYOR OF ALLIANCE 

Guy Allott, Allott Hardware 
Co., Alliance, Ohio, wholesale 
distributors, has been elected 
Mayor of Alliance for a_ two- 
year term. This is the first pub- 
lic office the mayor-elect of Alli- 
ance has sought. 





GUY ALLOTT 


In 1901 he entered the employ 
of the Allott-Kryder Hardware 
Co., which in 1912 adopted its 
present name. He assumed the 
holdings of his father in the 
company in 1917 and was active 
in management of the business 
until he suffered an accident in 
1932 which resulted in his loss 
of sight. He has been spending 
most of his time in the store 
since June of this year. 

Mr. Allott’s brother-in-law, B. 
E. Bowman, is now manager of 
the store. 

DICKBRADER HARDWARE 
BUSINESS IS SOLD 

J. Harry Dickbrader, well 
known to the hardware trade, re- 
cently sold the business of the 
Dickbrader Hardware store, Main 
and Oak Sts., Washington, Mo., 
to the firm of Moellenbrock & 
Kappelmann. Mr. Dickbrader had 
been operating the business since 
1910, the business having been 
started by Henry J. Dickbrader 
in 1873. 

E. H. Miellenbrock has been 
engaged in the hardware busi- 
ness in Washington since 1925. 
The stock of his former store has 
been incorporated with that of 





the former Dickbrader store. 
Edwin T. Kappelmann is the 
other partner in the new firm. 
The store is being remodeled. 





H. E. MASBACK TALKS 
TO NEW JERSEY ASSN. 


H. E. Masback, vice-president, 
Masback Hardware Co., New 
York City, wholesale distributors, 
discussed the subject, “How to 
Make a Profit,” at the Nov. 16 
meeting of the New Jersey Re- 
tail Hardware Association, held 
at Kruegers Auditorium, 25 Bel- 
mont Ave., Newark, N. J. Mr. 
Masback told how to mark up 
merchandise to enabl2 the mak- 
ing of a reasonable profit and dis- 
cussed the proper display of mer- 
chandise. He declared that more 
attention should be paid by deal- 
ers to selling activities and that 
they should have well painted, 
well lighted and clean stores to 
attract customers. Mr. Masback 
urged attendance at local asso- 
ciation meetings and said that 
the keeping of uniform hours by 
groups of dealers was not as 
important as keeping store hours 
best suited to the dealer and his 
customers. 

At this meeting a resolution 
was adopted condemning the 
practice of wholesalers and man- 
ufacturers selling dir:ct to con- 
sumers. President Joseph Heller 
conducted the meeting. 





L. C. ABBOTT PASSES: 
WAS PAST NRHA PRES. 


L. C. Abbott, 72, a past presi- 
dent of NRHA and Iowa Retail 
Hardware Association, died re- 
cently at his home in Marshall- 
town, Iowa, following a year of 
poor health. Elected president 
of the Iowa Hardware Mutual 
Insurance Co. in 1912, he held 
that office for more than 10 
years. He was active at all 


NRHA conventions from 1912 | 


until his retirement as a retailer. 

At the age of 18 he entered 
the employ of Abbott & Knisely, 
later known as A. C. Abbott & 
Son and incorporated as Ab- 
bott & Son in 1898. He retired 
from active management of the 
firm of Abbott & Son in 1920, 
after 41 years of hardware re- 
tailing, to become secretary-treas- 
urer of the Fisher Governor Co. 
and president of the Fisher Sup- 
ply Co., with which firms he was 
connected at the time of his 
death. 

Mr. Abbott, who is survived 
by Mrs. Abbott and a daughter, 
was active in business, civic and 
social affairs in Marshalltown. 
He served four terms as a mem- 
ber of the city council, eight 
years on the city school board, 
including a term as president. 
He was at one time president 





BROOKLYN DEALERS 
ENDORSE SIEBERT’S 
NRA APPGINTMENT 


The Brooklyn Hardware Asso- 
ciation has endorsed the appoint- 
ment of Wm. H. Siebert as retail 
hardware representative on the 
New York City area N.R.A. Re- 
tail Code Authority. This en- 
dorsement with a pledge of sup- 
port was decided upon at the 
organization’s meeting, Thursday, 
Nov. 9, at which President Thos. 
Grogan presided. 

August Flamman, of Brennan, 
Flamman & Simpson, the asso- 
ciation’s attorneys, read and ex- 
plained the important feature of 
the basic retail code as seen 
through a lawyer’s eyes. Thor- 
oughly sympathetic with the re- 
employment objectives of N.R.A, 
Mr. Flamman was, however, very 
critical of the assessment features 
in the code and charged that 
N.R.A. would burden the country 
with unprecedented bureauracy. 
In this view he was supported by 
R. J. Atkinson. Both men were 
hostile to the restrictions they 
saw being placed on business 
through the codes, which they be- 
lieved did not include compensat- 
ing protection to business for the 
extra costs being imposed. 

Chas. J. Heale, editor, Harp- 
warE AGE, told of the proposed 
unionization of retail hardware 
clerks and explained how the 
N.R.A. Interpretations Board was 
expected to correct weaknesses 
in the text of the approved basic 
retail code. He also stressed the 
advantages from the code in re- 
lation to restrictions placed on 
advertising and the new salary 
increases forced on chain organi- 
zations which offset a long held 
advantage of such competitors. 








L. C. ABBOTT 


of the Commercial Club and 
served as president of the local 
Rotary Club, of which he was 
a director since 1908. For sev- 
eral years he was general chair- 
man of the Marshalltown Com- 
munity Chest. 
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$80,000,000 WORTH OF HARDWARE, ETC., TO BE BOUGHT BY THESE CWA OFFICIALS 


Civil Works Administration Will Expend $400,000,000 in 


Works Relief Program—Of This, Estimated 80% Will Go | 


to Wages and Rest for Materials—These CWA Administrators 
Will Direct Purchases in Their Respective Areas—Picks, 


Mattocks, Wheelbarrows, Shovels and Other Tools and Hard- | 


| 


ware To Be Needed in Large Quantities. 


Forty-eight State Civil Works 
Administrators have the responsi- 
bility for expending $400,000,000 
appropriated for the Works Re- 
lief Program which has as it 
main objective the relief of un- 
employment. It has been esti- 
mated that 80 per cent will be 
budgeted for wages and that the 
remainder or about $80,000,000 
will go for purchases of picks, 
mattocks, wheelbarrows, 
other tools and hardware and 
materials. As yet detailed speci- 
fications are not available, but it 
is clear that a tremendous volume 
of hardware items will be re- 
quired in this public work. Re- 
quirements and the actual pur- 
chases will be handled by the 
48 CWA administrators who are 
getting their plans under way at 
the present time. These adminis- 
trators and their addresses are as 
follows: 

ALABAMA—Thad Holt, Director, 
1204 First National Bank Build- 
ing, Montgomery, Ala. 

ARIZONA—Miss Florence Warner, 
Exec. Sec’y State Board of Public 
Welfare, Phoenix, Ariz. 

ARKANSAS—W. R. Dyess, Direc- 
tor, Old Post Office Building, 
Little Rock, Ark. 

CALIFORNIA—R. C. Branion, Ad- 
ministrator, 611 State Building. 
San Francisco, Cal. 

COLORADO—Official Colorado State 
Relief Commission, Equitable 
Building, Denver, Colo. 

CONNECTICUT—Eleanor H. Little, 
Exec. Director, State Office Build- 
ing, Hartford, Conn. 

DELAWARE—Walter Dent Smith, 


Exec. Dir., Delaware Trust Build- 
ing, Wilmington, Del. 


shovels, 


FLORIDA—Marcus Fagg, Director, | 


P. O. Box 904, Tallahassee, Fla. 
GEORGIA—Miss Gay B. Shepperson, 
Administrator, State Capitol-311, 
Atlanta, Ga. 
IDAHO—Parker P. Carver, Ad- 
ministrator, State House, Boise, 


ILLINOIS—Wilfred S. Reynolds, 
Exec. Sec’y, 10 S. LaSalle Street, 
Chicago, II. 

INDIANA—William H. Book, Exec. 
Director, State House, Indianap- 
olis, Ind. 

IOWA—E. H. Mulock, Chairman, 
y sod Feder Building, Des Moines, 


KANSAS—John G. Stutz, Executive | 


Director, 501 National 
Bldg., Topeka, Kan. 
KENTUCKY—Thornton Wilcox, Di- 
rector, 5th and Jefferson Streets, 

Louisville, Ky. 


Reserve 


LOUISIANA—Harry J. Early, Exec. | 


Director, 1408 Canal Bank Build- 

ing, New Orleans, La. 
MAINE—John A. McDonough, Ad- 

ean State Capitol, Augus- 


MARYLAND — Harry Greenstein, 
Administrator, 407 Union Trust 
Building, Baltimore, Md. 

MASSACHUSETTS—John T. Scul- 
ly, Director, 15 Ashburton Place, 
Boston, Mass. 

MICHIGAN—Fred R. Johnson, Di- 
rector, 609 City National Build- 
ing, Lansing, Mich 

MINNESOTA—F. M. Rarig, Jr., 
Secretary, State Office Building, 
St. Paul, Minn. 

MISSISSIPPI—George B. Power, Di- 
sector, State Capitol, Jackson, 
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MISSOURI—Hon. Wallace Crossley, 
Director, Madison Hotel Bldg., 
Jefferson City, Mo. 


MONTANA—T. C. Spaulding, Di- 
rector, State Capitol, Helena, 
Mont 


NEBRASKA—W. H. Smith, Chair- 
man, State Capitol Building, Lin- 
coln, Neb. 

NEVADA—Cecil W. Creel, Secretary, 
Extension Dept. Univ. 
vada, Reno, Nev. 

NEW HAMPSHIRE — Miss Eunice 
— Patch, Director, State 

ouse, Concord, N. H. 

NEW JERSEY—John Colt, Director, 
540 Broad, Newark, N. J. 

NEW MEXICO—Miss Margaret 
Reeves, Director, Bureau of Child 
Welfare, Santa Fe, N. Mex. 


of Ne-| 








NEW YORK—Frederick I. Daniels, 
Exec. Dir., 124 East 28th Street, 
New York City, N. Y. 

NORiH CAROLINA—Mrs. Thomas 
O’Berry, Administrator, Revenue 
Bldg., Room 415, Raleigh, N. C. 

NORTH DAKOTA—John E. Wil- 
liams, Exec. Sec’y, Bismarck, 


 D 

OHIO—Major E. O. Braught, Ex- 
ecutive Director, State House, Co- 
lumbus, Ohio. 

OKLAHOMA—Carl Giles, c/o Col- 
lector of Internal Revenue, Okla- 
homa City, Okla. 

OREGON—Elmer R. Goudy, Execu- 
tive Secretary, Spalding Building, 
Portland, Ore. 

PENNSYLVANIA—Eric H. Biddle, 
Executive Director, State Office 
Building, Harrisburg, Pa. 

RHODE ISLAND—G-orge R. Cody, 
Exec. Sec’y, State Office Building, 
Providence R. I. 

SOUTH CAROLINA —Malcoln J. 
Miller, Administrator, Naiional 
Bank Building, Columbus, S. C. 

SOUTH DAKOTA—W. L. Eales, Ad- 
ministrator, State Capitol, Pierre, 
S. D. 





TENNESSEE—C. C. Menzler, Ad- 
ministrator, War Memorial Bldg., 
420 6th Ave., North Nashville, 
Tenn. 

TEXAS—Col. Lawrence Westbrook, 
State Capitol, Executive Director, 
Austin Tex. 

UTAH—Robert H. Hinckley, Direc- 
tor, State Capitol, Salt Lake City, 
Utah. 

VERMONT—Proctor H. Page, Chair- 
man, State Capitol, Montpelier, 

VIRGINIA—William A. Smith, Ad- 
ministrator, 11 South 12th Street, 
Richmond, Va. 

WASHINGTON—Charles F. Ernst, 
Director, Old Capitol Building, 
Olympia, Wash. 

WEST VIRGINIA—Wnm. N. Beehler, 
Deputy Admin., State Capitol, 
Charleston, W. Va. 

WISCONSIN—Miss Florence Peter- 
son, Supervisor, State Office 
Building, Madison, Wis. 

WYOMING—F. M. Howard, Secre- 
tary and Auditor, State Capitol, 
Cheyenne, Wyo. 








WHITESIDE’S WARNING TO CODE 
AUTHORITIES 


(Continued from page 42) 
provide an influence of great im- 
portance. 

Mr. Whiteside said officials of 
the NRA realize there at 
present a considerable reaction 
against that organization. 
is due principally, he said, to 
the fact that the major codes, 
affecting 6,000,000 or 7,000,C00 
persons, have been in operation 
only a short time and are really 
just beginning to function. 

“Industry is just beginning to 
understand how it should be- 
have,” said Mr. Whiteside. 

Honest criticism was 
by Mr. Whiteside, who 


1s 


invited 
stated 


that mistakes had been made and 
He 
the 
striv- 


more would be made. 
pointed out, however, that 


administration is earnestly 





This Armistice Day window was trimmed by M. 


me. A 
This 


| pointed out, 


| 


for the country’s 
Whiteside said the NRA 


“get by” because 


ing 
Mr. 


will 


good. | 


funda- | 


mentally it is nothing more than | 


an attempt to put ethics into 
business. The 1929 crash came, 
he said, because business lost its 
ethical foundation. There was, he 
no foresight, plan- 


ning or regulation, and every one | 


was an individualist. 
no country could .get away with 
such a state of affairs. 

At the recent hearing on the 
code for the retail jewelry trade, 
Mr. Whiteside s:id that in con- 
versalions with him the leaders 
of eight large industries now un- 
der approved codes had told him | 
they never would for a moment 
consider operating without a 
code 


Camp Hill, Pa. 


He said | 


N. S. REEVES HEADS 
MEETING COMMITTEE 
OF OMAHA HDW. CLUB 


At the November meeting of 
the Omaha Hardware Club, N. S. 
Reeves, vice-president, Wright & 
| Wilhelmy Co., Omaha, wholesale 
hordware distributors, was named 
chairman of entertainment for 
the club’s ladies night to be held 
Dec. 13. Jim Micealson, Peter- 
son & Micealson, Hardware Co., 


| Omaha, chairman of the Unfair 


| which 


Trade Pr:ctices Committee out- 
lined the work being done by his 
committee. 

A nominating committee was 
| appointed to report at the next 
meeting. J. Morton, president, 
was in charge of the meeting, 


held the Nellie 


Tea Room. 


was at 


Ann 





E. Palmer for Geo. H. Albright, 
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What every merehant should know 





. - « In the simple mathematics of 
magazine circulation, advertising in 
THE AMERICAN WEEKLY pulls twice as 


hard as advertising in any other maga- 





PULL 


zine, simply because it reaches more than five million families—twice as 
many as are reached by any other magazine. Translating this fact into 
terms of sales, THE AMERICAN WEEKLY has twice the power to drum 
up business for retailers who feature the products advertised on its pages. 




















The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 


circulation. aan te - 
In each of 93 cities, it reaches one out of every two families 


In 110 more cities, 40 to 50% of the families 

In an additional 157 cities, 30 to 40% 

In another 169 cities, 20 to 30% 
... and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 
Saigon, WEEKLY 


“The National Magazine with Local Influence” 
Main Office: 955 Eighth Avenue, New York City 
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BRIEF ITEMS OF INTEREST TO HARDWARE MEN 








Frank Kies has opened Kies 
Hardware, Winter, Wis. 





Smith Hardware store in Fre- 
mont, Mich., was recently dam- 
aged by fire. 

Andrew Wagner’ Hardware 
store in New Ulm, Wis., is being 
remodeled. 





Mr. and Mrs. Si Ford have 
opened a hardware store at Em- 
barrass, Wis. 

Harlan Hayes, former post- 
master at Gays Mills, Wis., has 
opened a hardware store at La 
Farge, Wis. 

Harry Traeder, Edward E. 
Stahnke and Harold L. Hoch- 
muth are the new owners of the 
Wonewoc Hardware, Wonewoc, 
Wis. They purchased the busi- 
ness from Henry Roehling and 
Orlo Walker. 

Pressler Hardware, Bowdle, 
S. D., has taken over the stock 
of the Welton Furniture Co. 





H. N. Takle has purchased the 
McLennan Hardware store at 
Cottonwood, Minn. Mr. Takle 
has moved his hardware stock 
from Revere and consolidated the 
stocks. 





Mr. and Mrs. Olaf Hildahl, 
Greenbush, Minn., have disposed 
of their stocks of dry goods and 
grocery lines and are now con- 
centrating on hardware. 

Helland Hardware, Gonvick, 
Minn., has added a grocery de- 
partment. 





Berg Hardware, Oakes, N. D.. 
has moved from the Lockie Bldg., 
to the new location on the same 


block. 


Williams Hardware has 
opened another branch store at 
Worthington, Minn., under the 
management of L. T. Peterson. 





Kirn Hardware, 724 10th St., 
Waukegan, Ill., was recently 
damaged by fire. 


Raymond Hardware, Raymond, 
Wis., is being moved from Duryea 
St. to the former Stenzel Bldg., 
3rd and Commercial Sts., in that 
town. 


The Rushwood Hardware Co., 
Coshochton, Ohio, recently in- 
corporated, will move from 553 
Main St. to 607-609 Main St. A 
bargain basement will be oper- 
ated as part of the business. 
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The Faber Hardware Co., 1428 
First Ave., Seattle, Wash., is re- 
modeling its sporting goods de- 
partment. 

The Hecht Hardware Co. has 
leased the store at 28-54 2nd 
Ave., Astoria, N. Y. 





A hardware and furniture store 
is being opened by E. S. Wright 
and his sons, Otis and Roger, in 
Cathlamet, Wash. 





Alfred Puusti & Co., Astoria, 
Ore., hardware dealers, have 
opened a branch store in charge 
of Joseph Leahy. 

The hardware business of the 
late Adolph N. Eliason, Beach, 
N. D., is being carried on by Mrs. 
Eliason. 

Mrs. Fairfield is operating the 
hardware business of the late 
Charles S. Fairfield, Gardena, 


N. D. 





J. B. Pierce, Brodhead, Wis., 
has purchased the stock and fix- 
tures of the Baker-Smith Co., 
Evansville, Wis. His son, Dwight 
Pierce, is managing the Evans- 
ville store. 





The Van Kleeck Co., Panama 
City, Fla., hardware firm, is dou- 
bling its space by taking over 
the building adjoining the pres- 
ent location. 





The CLC Hardware Co., Mem- 
phis, Tenn., has moved to larger 
quarters at 325 Broadway. 

J. A. Alexander has opened a 
hardware and general store at 
Leslie, Ark. 

Harry B. Heaton will move his 
hardware business from 233 to 
247 Main St., Coshocton, Ohio. 





Dale R. Jenkins has been 
named manager of the Marshall 
Hardware store, Marshalltown, 
Iowa, succeeding R. L. Walton. 





J. W. Baker Hardware Co., 
which recently completed _ its 
thirtieth year in business, has 
opened in its new location on E. 
Heron St. F. J. Baker, son of 
the founder of the store, is the 
manager. 





The firm of De Cook & Brink, 
which operated a hardware and 
shoe business in Orange City, 
Iowa, has dissolved after thirty- 
one years. R. De Cook has taken 
over the hardware business while 
Mr. Brink is devoting his activi- 
ties to the shoe business. 





Griffith Williams, Norton Hard- 
ware Co., Inc., Fair Haven, Vt., 
has been elected vice-president 
and director succeeding M. D. 
Marshall, who resigned. 

R. A. Horner has purchased 
the stock of hardware formerly 
owned by O. G. Olson in Deer 
Creek, Minn., having moved it to 
his own quarters in that town. 





Glen Brunson and Walter 
Moet, Sibley, Iowa, will open a 
hardware store in the Campbell. 





The John E. Ecker hardware 
store in Hilbert, Wis., destroyed 
by fire recently has been rebuilt. 

J. R. Boyland has opened a 
new hardware store at Santa 
Monica and Seventh Sts., Santa 
Monica, Cal. 

The A. M. Sanborn Lumber 
Co. has opened a hardware store 
in Wakefield, Kan., under the 
managership of J. E. Kerby. 





E. F. Kolb and L. A. Cowper 
have opened a hardware store_in 
Temple, Cal. 

Fire recently damaged the 
store and stock of the Central 
Hardware Co., Paris, Ky. 





The Von  Deylen- Wiemken 
Hardware store in Napoleon, 
Ohio, was recently enlarged. 





Mowrey Hardware Co., recent- 
ly opened on Miami St., Urbana, 
Ohio. 





Hampton Hardware and Fur- 
niture Store, Port Arthur, Tex., 
recently held a formal opening 
of its new store. 





Walter H. Klotz has purchased 
the hardware store in Gibson- 
burg, Ohio, formerly operated by 
George B. Eyssen and_ son 
Donald. 


The Williams Hardware Co., 
wholesale heavy hardware and 
auto accessories, Minneapolis, 
Minn., has opened its seventh 
branch at Worthington, Minn. 
L. T. Peterson is manager of the 
new branch. 

Ridgewood Hardware  Co., 
Ridgewood, N. J., formerly op- 
erated by the Allabough Hard- 
ware Co., recently held a two- 
day formal opening of its en- 
larged store. The business will 
hereafter be known as “The Big 
Store.” Quarters of the business 
are now occupying in excess of 
20,000 square feet of floor space. 
New lines have been added. 





Davis Hardware, Dighton, 
Mich., was recently damaged by 
fire. 





Jones Hardware Co., Philips- 
burg, Pa., has a new manager, 
Thomas Richards, who was pre- 
viously connected with the 
Dougherty Hardware store in 
Altoona, Pa., for nine years. 





The August Petsch & Son 
hardware store in Neosho, Wis., 
is building new quarters to re- 
place those destroyed by fire last 
winter. 


J. T. Newcomb and Douglas 
McLean have opened business as 
the J. T. Newcomb Co., 859 Boyl- 
ston St., Boston, Mass., to sell a 
complete line of builders hard- 
ware. Messrs. Newcomb and Mc- 
Lean were formerly associated 
with Burditt & Williams Co. 








John Gadamski has purchased 
the hardware and fish business of 
Washington White, Main St., 
Greenport, Long Island, N. Y. 
Mr. Gadamski has supplemented 
the stock, with additional lines. 





Williams Hardware Co. whole- 
sale store has opened in the 
Breckenridge Bldg., Morris, 
Minn., in charge of E. Johnson. 





The Semler Hardware Co. has 
moved to the Bohman Bldg., 
1213 Commerce Ave., Longview, 
Wash. 


Eric Elmgren has purchased 
the Middleton & Milton hard- 
ware store in Concrete, Wash. 








Henry Reiniger’s hardware 
store in Rathdrum, Idaho, has 
been purchased by A. A. Berges. 





The Ashley L. Veasman Hard- 
ware Co., Dixon, Mo., has moved 
to a new location. 





Mickle Hardware & Furniture 
Co., Inc., Eastland, Tex., recent- 
ly opened a branch hardware and 
furniture store in the B. B. 
Brockett Bldg., Anson, Tex. It 
was stated that Mr. Mickle had 
opened the store, in the Nov. 9 
issue of Harpware AGE. 





Fire recently damaged McCul- 
lock’s Hardware Store, 410 15th 
St., Oakland, Cal. 





The Niagara Hardware & 
Plumbing Supply Co., Niagara 
Falls, N. Y., was recently opened 
at 345 Third St. 





Oscar Peterson, Harmony, 
Minn., has purchased the hard- 
ware business formerly operated 
by Knute Olsen. 
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WE’VE something to tell you. But we know you’re 
too busy to listen while the Christmas season has you 


doing handsprings and high hurdles. 


So we say, simply: Don’t make any commitments 
on any line of liquid-fuel cook-stoves for 1934 
until you hear the story of the revolutionary new 
American Kitchenkooks. Ill be out of the bag 


some time in January. And is it a wow?! 


AMERICAN GAS MACHINE CoO.., Inc. 
ALBERT LEA, MINN. 
Branches : 360 Furman St., Brooklyn, N. Y.; 4242 Hollis St., Oakland, Calif. 


KITCHENKOOK 


KAMPKOOK READYKOOK JIFFYKOOK 
LAMPS LANTERNS OIL-BURNING HEATERS 
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for you in 


KLEINS 


NYONE who appreciates 
good tools calls for 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 


Klein Pliers have been 
standard with public utili- 
ties and master workmen 
—‘since 1857.”’ 


Buy from Your Jobber 


wauas CLE IN st 


3200 BELMONT AVE., CHICAGO 
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Letters to the Editor 


(Continued from page 29) 


shock absorbers between the manufacturers 
and their market both as regards the mer- 
chandise and financial end of the opera- 
tion. 

Practically all merchandise being sea- 
sonal, if the manufacturers are to be al- 
lowed to produce their goods out of sea- 
son, the jobbers must contract for, buy 
and pay for goods at the convenience of 
the manufacturers and store the goods un- 
til the market requires them. 

On the other hand are the retail hard- 
ware dealers—poor, bedeviled victims of 
their faith in men and next year’s corn 
crop? More unexpected things can hap- 
pen to them in the run of a year than can 
happen to a Nebraska farmer. 

Their jobbers are the friends to whom 
they turn; if they are worthy—and there 


are few who are not. Their jobbers stay 
with them as long as they continue to 
have faith in themselves and keep up the 
fight. 

Easily 75 per cent of the retail hardware 
dealers who will come out of the other 
end of the “depression” will have been 
kept afloat by the grace of their jobber 
friends. 

Is there any chance to speculate on what 
the result will be, when an organized and 
earnest association of jobbers presents its 
case to the manufacturers and “requests” 
them to discontinue furnishing their goods 
to merchandising pirates? 

It is for the jobbers and the jobbers 
alone to say “when.” 

F. E. Gates, President, 
Gates Hardware Co. 





A Good Example for Other 


Hardware Merchants 


Cuicaco, ILtt.—We find that one copy of 
HarpwareE AcE is not sufficient for our or- 
ganization as it is often a number of days 
before all our officials have the opportunity 
to see and read each issue. 

Enclosed find our check for $5.00 to 
cover five separate subscriptions. We de- 
sire a separate copy sent to each of our 
officials direct to their homes. The list 
of addresses to which these magazines are 


to be sent are shown on the attached sheet. 
The HarpwareE AcE is the outstanding 
magazine in the hardware field and its 
value has been proven to us to the ex- 
tent that we want all the members of our 
firm to receive a copy without delay. We 
wonder what the alert hardware merchant 
would do without your publication. 
Wattace J. Srepsins, President, 
Stebbins Hardware Company. 





How Will You Advertise in 1934? 


(Continued from page 41) 


tiser. Here the mail order method of 
picturing the item offered and de- 
scribing it with carefully chosen 
phrases is used. It is an effective 
plan, whether used this way, in news- 
paper or other kinds of messages. 

Cooperative advertising, which 
might well be termed cooperative 
selling, was thoroughly discussed in 
HarpwareE AGE articles during the 
past year and great interest is indi- 
cated in these stories. If you are in- 
terested in details of cooperative ad- 
vertising write this department for re- 
prints of the articles. 

Store papers are another means of 
building a following of customers. 
The common fault with store papers 
is that they do not carry sufficient 
reading matter. It must be remem- 
bered that we are asking the more or 
less reluctant attention of our readers 
when we issue any form of advertis- 
ing. No matter how important to 
them we feel our message to be, it is 
not so important in their minds. So 
in order to hold attention and create 
a favorable impression we must give 


him enough interesting reading mat- 
ter to produce this effect. 

Outdoor signs are an old and fairly 
satisfactory means of calling atten- 
tion to the store and may frequently 
be obtained in cooperation with man- 
ufacturers of major products, such as 
refrigerators, radios, oil burners, fur- 
naces, etc. 

Make a choice of one or more of 
these mediums and lay out an appro- 
priation and a plan for spending it 
wisely during the coming year. Then 
follow that plan as closely as possi- 
ble, having allowed for a certain 
amount of elasticity for unforeseen 
happenings. You cannot afford to 
neglect or eliminate your advertising 
any more than you can allow your 
electric light or heat to be discon- 
tinued. Think of advertising as an 
essential element in doing business; 
give it as much thought as you do 
your accounting department. It is 
part of the machinery of doing busi- 
ness and if you do not so recognize it 
you are simply carrying on in much 
the same way as if you allowed the 
radiator in your car to go without 
water. 
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FOR THE 


NATIONAL RECOVERY ADMINISTRATION 


COMPLAINT OF VIOLATION OF CODE OF FAIR COMPETITION 


TRADE/INDUSTRY 





(TYPE OR PRINT INFORMATION REQUESTED) 


(Date) 








Business of Respondent ...........................- 





(6) Principal service performed -........ 


(a) Principal product (produced, processed, or sold). -..................-. or 








Address of Complainant -......... 


(©) State such other details as will clearly indicata the nature of the Respondent's business: 


IE CI issn ews sevinkceninenitans 








which the Respondent is subject). 


(Space for :iotarization or witnesses) 


If this is done it will lead to quicker results 





Nature of complaint (state sufficient facts to indicate a clear violation of some definite provision of the Code to 


The above statements are true to the best of my knowledge and belief. 


Norz.—If possible, this complaint should be sworn to before a Notary or signed by at least one witness familiar with the facte. 


FILL IN AND MAIL TO THE DISTRICT NRA COMPLIANCE DIRECTOR AT YOUR DISTRICT OFFICE 
OF THE DEPARTMENT OF COMMERCE 10-1900 





(Bignature of complainant) 


May we use your name if necessary? -........... 











Blank Forms for Filing NRA Complaints 
in Proper Form Distributed 


With a view to expediting action on 
complaints of violation of specific codes 
of fair competition for industry and 
trade groups as well as the blanket 
code, the National Recovery Adminis- 
tration has distributed to postmasters 
throughout the country printed forms 
on which such violations may be re- 
ported to local and district compliance 
boards. 

This action was taken following the 
receipt of thousands of letters com- 
plaining of “chiselers” and code viola- 
tions. Many of these letters give in- 
complete information necessitating fur- 
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ther correspondence. The forms are 
intended for the convenience of citi- 
zens who feel warranted in reporting 
individuals or firms which they believe 
to be violating specific provisions of 
codes. In order to discourage “spite” 
complaints, space is provided on the 
printed forms for notarization or cer- 
tification by one or more witnesses 
familiar with the facts. 

The printed forms call first for the 
name of the individual or firm against 
which complaint is made, known tech- 
nically as the respondent. The com- 
plainant is next requested to state the 





CRISP, NEW 
MERCHANDISE 


PRICED 10 TURN FAST 


‘= QUTDOOR 
LIGHT 


Properly displayed Radiant Lanterns 
catch the eye and open the purses of 
buyers who are eager for more efficient 
and more economical lighting, giving 
the dealer a quick, profitable turnover. 


A popular priced item to meet the 
needs of city or country buyers who 
demand better lighting, than is pro- 
vided by the old-style wick lantern. 


RADIANT INSTANT-LITE 
GASOLINE LANTERN 


Lights instantly at the turn of a valve. 
Makes and burns its own gas out of 
96% air and 4% fuel. 300 candle 
power — 20 times brighter than ordi- 
mary wick lantern. Built-in pump. 
Wind-proof, storm-proof, bug-proof. 
Ideal for farmers, hunters and camp- 
ers. Absolutely safe. Equipped with 
large-size, long-life generator, with 
automatic cleaning needle. 


With mica chimney and large reflec- 
tor. All parts highly chrome plated, 
including brass fount. Large, blue 
porcelain top. 


Complete with two rayon mantles, 
built-in pressure pump, strainer fun- 
nel, and full directions for operating. 


A positive guarantee protects both 
dealer and user. 


THE RADIANT LINE 


Includes de luxe and utility models of 
graceful, high-powered lamps, as well 
as 300 candle power lanterns and 
self-heating irons. 


New merchandise thag attracts buyers 
and sells fast at a good margin. The 
Radiant Lantern is an especially good 
item, appealing to outdoor workers, 
farmers, hunters and tourists. More 
light—lower cost—less trouble. 


The Radiant Self-Heating Iron—a 
labor saver for women. Does whole 
ironing for a few cents. More conven- 
ient, and priced lower than ordinary 
electric or gas irons. Heavily nickel 
and chrome plated. Fix up a Radiant 
department and watch the sales grow. 


Send today for literature and dealer’s 
discounts. 


RADIANT PRODUCTS INC. 
112 Radiant Bldg., Akron, Ohio 
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DIA 


= —PRODUCTS 


























PS 


RADIANT 
PARCHMENT 
SHADE LAMP 
MODEL 8-140 























RADIANT 
OPAL GLASS 
SHADE LAMP 
MODEL &-120 


RADIANT 
SELF-HEATING 
1RON 
MODEL R-4 
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ARMS?RONG 


Drop Forged Wrenches 


GENERAL SERVICE 
SET NO.3 


Yu, 


Y 
\ Y rv) 









39 Types 
1 quality 


Quality in 
appearance, and 
under the surface 


There's quality in every 
jiine, improved designs, better 
finish. Quality in the heft, the 
“feel’’ . . . and there’s Quality 
under the surface, a quality that 
assures complete satisfaction and 
a repeating customer. Every 
ARMSTRONG Wrench is drop 


forged from special steel, is treated to es j 
the proper balance of tensile strength and _stiff- 
ness, is accurately milled and carefully finished. 


Recognized as the finest wrenches made, widely 
advertised, supported with sales helps, attractive 
display boards and the ARMSTRONG reputation 
for fine tools, they are the best wrenches to own, 
hence the best wrenches to sell. Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave. CHICAGO, U. S. A. 





© 


Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 
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business in which the respondent is 
engaged, the principal product handled 
and the principal service rendered. 
Space is also provided for other details 
clearly indicating violation of some 
definite provision of the code to which 
respondent is subject. 

When properly filled out, these forms 
will give a complete and quick picture 
of the nature of the complaint. With 
the forms in the hands of postmasters 
and available to all citizens, the facts 
concerning reported violations may be 
placed in the hands of the proper offi- 
cials without delay, insuring action. 


This arrangement possesses a double 
advantage. The citizen filing a com- 
plaint will have his or her complaint 
investigated more quickly than if a 
letter were written to Washington head- 
quarters and returned to the district or 
local compliance board. With the com- 
plaints filed directly with district or 
local boards in proper form, it will 
be possible for the local officials to get 
at the root of the matter at once and 
take such action as may be warranted 
by the facts developed in the investiga- 
tion. 





Just Among Ourselves 


(Continued from page 27) 


has been selling his merchandise at 
a loss and has lost an opportunity to 
get back some of the losses made in 
markdowns during the days of de- 
clining prices. It is a serious thing 
for merchants to sell their merchan- 
dise below the market and I believe 
you can help your readers by follow- 
ing this up in your personal column. 
It is much easier to advance prices 
at this time than in a steady market. 
Prices have fluctuated to the point 
where the consumer is not as well 
posted and also the public is expect- 
ing higher prices. Manufacturers 
and jobbers might also help you in 
getting this message to the mer- 
chants.” 


Elsewhere in this letter, this suc- 
cessful merchant suggests gradual 
price changes which he believes will 
cause less customer complaints than 
immedate sharp advances. On this 
point he writes: “There are many 
angles to raising prices and the effect 
of increased prices upon the buying 
public, turnover, the retail salespeo- 
ple and the gross profits. My thought 
is that prices should be raised gradu- 
ally from one price range to the next 
instead of too great an increase in 
selling prices at one time. Salespeo- 
ple become more accustomed to the 
new prices and can justify them more 
readily when a customer complains. 
Why not start a discussion about it 
in ‘Just Among Ourselves,’ warn 
your readers of the danger of selling 
below market prices and encourage 
them to be on the alert to increase 
their margin wherever possible.” All 
readers are invited to participate in 


this discussion, but as an evidence of 
sincerity letters should be signed 
even though the writer requests that 
his identity be withheld in the pub- 
lication of his comments. 


HA 








What do you know about the elec- 
tric range rental plans which Hart- 
ford, Conn., and some California 
Public Utilities are using to build up 
their power loads? At first glance, 
this looks like very vicious practice 
and does not appear consistent with 
the “further cooperation” which 
utilities have claimed as their guid- 
ing spirit in their merchandising ac- 
tivities. If you have any particulars 
about electric range rental activities 
by public utilities in your district 
please give me a letter of full details 
as I am gathering data on the subject 
for early publication of a story on 
this situation. If the reports I hear 
are substantiated this is a vicious 
practice taking from hardware mer- 
chants and other retailers an impor- 
tant sales volume on a volume sales 
line which is due for increasing 
popularity with the upturn of busi- 
ness. It is a plan which does not ap- 
pear to be consistent with good busi- 
ness and should be stopped. Cer- 
tainly, this latest move by some of 
the utility groups will not encourage 
the hardware trade to accept the 
pledges of cooperation offered by the 
utilities, nor will it tend to stop the 
campaign by many hardware groups 
to seek legislative release which will 
prohibit utilities from merchandis- 
ing entirely. We will have more on 
this in a later issue and at an early 
date. 
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The Chain Store Situation 


(Continued from page 28) 


agers’ wages in hardware chains were 
found to be larger with larger sized 
chains than with the smaller organi- 
zations. : 

The Commission’s report, “The 
Chain Store in the Small Town,” in- 
dicates that chain store systems op- 
erated approximately 20 per cent of 
the total number of stores in 25 lines 
of business surveyed in 30 small 
towns. Most of the towns ranged 
from two to five thousand in popu- 
lation and were located in the East 
and Middle West. The summary of 
this report reads, in part, as fol- 
lows: 

“Leading kinds of chain store 
business in the 30 towns, as mea- 
sured by the number of stores oper- 
ated, are: Variety, dry goods and 
apparel, department stores, automo- 
bile accessories, grocery and meat, 
and grocery. 

“The proportion of chain stores 
varies between 38 and 68 per cent 
of total stores. There was an aver- 
age of seven chain stores per town 
and not quite 30 independent stores 
per town. Between 1926 and 1931 a 
net increase of 103 in the number 
of chain stores was accompanied by 
a net decrease of 70 in the number 
of independents. This decrease in 
independent stores was the net re- 
sult of a decrease of 72 stores in 
lines of business in which the chain 
stores also engaged and an increase 
of two stores in lines not engaged in 
by chain stores. Of the 115 chain 
stores in business on December 31, 
1926, there were 91, or almost 80 
per cent, still in business in 1931. 
Of the 910 independent stores in 
business at the close of 1926, there 
were 609, or approximately 67 per 
cent, still in business in 1931. 

“It is estimated that the total 
sales for the 218 chain stores doing 
business in these 30 towns in 1931 
were $12,156,100, or approximately 
$400,000 per town. Almost half of 
the total stores and sales were in the 
food group. 

“Comparison of the average chain 
and independent store rent together 
with the sales -data shows that the 
chains can pay distinctly higher 
rents than independents without in- 
curring a disproportionate expense 
burden, on account of their higher 
average sales per store. This means 
they have generally superior loca- 
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tions, and several instances were re- 
ported of chain stores displacing in- 
dependent tenants because of the 
rent paid. 

“Ninety-three of 164 reporting 
chain stores were represented in local 
civic organizations, either through 
company membership, manager 
membership, or both. Of 153 chain 
stores replying as to contributions 
to local civic and charitable activi- 
ties, 126 stated that contributions had 
been made by the company and 27 
said none had been made. For a 
period of 12 months, they con- 
tributed a total of $9,737.37. This 
amounts to approximately $77 per 
store contributing.” 

The report entitled “State Distri- 
bution of Chain Stores, 1913-1928,” 


‘discloses that two-thirds of all chain 


stores reported in each year covered 
by the survey were concentrated in 
three contiguous and populous divi- 
sions: Northeast New England, Mid- 
dle Atlantic, and East North Cen- 
tral. Since 1919, however, the ag- 
gregate proportion of stores in this 
area has been gradually diminishing. 

It was also found that the striking 
increase in both chains and stores 
shown for 1928 over 1913 extended 
generally to all States. New York was 
found to lead all other States in 
both chains and stores reported for 
each year. There are only five 
States in which as many as 10 per 
cent of the total chain-store com- 
panies were operating in some one 
year or more of the series covered. 
These States are: New York, II]linois, 
Ohio, Pennsylvania, and Massa- 
chusetts. About half of the total 
number of stores reported for each 
year of the series were concentrated 
in the five States named, with an ad- 
ditional 25 per cent, approximately, 
in the five States next in order: New 
Jersey, California, Michigan, In- 
diana, and Missouri. 

Credit and other facilities of 
chain stores are shown in the Com- 
mission’s report “Service Features in 
Chain Stores.” Almost one-half of 
1700 reporting chain store systems, 
operating more than 8000 stores, and 
selling more than one and one-quar- 
ter billions of dollars of goods in 
1928, employed credit to some ex- 
tent, according to the findings. For 
all kinds of chain stores combined, 
it was estimated that cash sales were 





Sell the Original! 
It Costs No More... 


U.S. Poultry Fence 


The Netting That Stands 





1. Woven like farm fence 
a. Line wires run parallel full length. 
b. Joints cannot slip or spread. 
2. Stretches to steel or wood posts 
a. No bagging, sagging nor buckling. 
b. Requires fewer posts. 
3. Needs no top-rail, no baseboard 
a. Saves cost of unnecessary lumber. 
b. Saves time and labor in building. 
4. Easier to handle 
a. Rolls out flat like carpet. 
b. Cuts easily and without waste. 
5. Neater. longer lasting 
a. Uniform meshes; even tension. 
b. Rigid construction, uniform gal- 
vanizing insures long life. 


Made both in one and two inch mesh, 
galvanized before or after weaving; heights 
12 to 72 inches. 


eee 
U. S. POULTRY FENCE is available in 
mixed cars with the following quality 


wire products: 
IMPERIAL 

Farm, Poultry and Lawn Fence ... Flower 
Bed Border... Trellis ... Farm, Poultry 
and Lawn Gates . . . Steel Fence Posts... 
Fence and Brace Wire .. . Fence and Net- 
ting Staples . .. Barbed and Twisted Barb- 
less Wire. 


Indiana Steel & Wire 
Company 







Muncie, Indiana 
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The Mark of Quality 
In Wiring Devices 
The Circle F Trade-Mark is 


your guide and assurance of 
Elec- 
trical Wiring De- 
vices. Ask your 
Jobber to supply 
you with Circle F 















products. 
No. 608 Table Tap Circle F Mig. Co. 
ROCHESTER 


SASH BALANCES 
FOR YOUR PROTECTION 
° 


Are Not Sold 
To 
Mail Order Houses 
When ordering Sash Bal- 
ances from your Jobber 
e/ specify them by name. 


Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 

















“LADIES 
“GENTS 
(WO SMOKING i 


‘ FORISHED ROHS.) 


MARBELITE 
Signs Sell .... 


They are attractive, well 
made, serviceable, in 
demand and profitable 
to handle. 

Our line is a real money- 
maker. Send for litera- 
ture and prices. 





| The MARBELITE CO. 01 Warren St., N.Y. 











WASHINGTON 








BE NEAR— 


the Capitol, White House, Govern- 
ment Buildings, Theatre and Shopping 
Districts. Rooms from $2.00 Single, 
$3.00 Double. 


HARRINGTON 


ELEVENTH AND “FF” <TOEFETS NORTHWEST 
WASHINGTON, D. C. 
DoveLas C. SHAFFER, Manager 
HARRINGTON MILLS, President 











Good 
Management 


@ is merely the transmission of 
@ the intentions and purposes 


© of the management through 


the staff to the customers 
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90 per cent of all stores and sales 
credit sales accounted for the bal- 
ance of 10 per cent. Relative to de- 
livery service the report says: 
“While almost half of the chains 
rendered some delivery service, 
such chains operated less than one- 
fifth of the stores and accounted for 
less than one-third of the total sales 
of all chains reporting. On 88.8 
per cent of the total net sales of all 
reporting chains, it is estimated that 
no free delivery service was given to 
customers, while the remainder, or 
11.2 per cent, was delivered free. 
Seven hundred and twenty-three, or 
almost 80 per cent of all reporting 
cash chains, gave no free delivery 
service and they accounted for about 


90 per cent of all stores and sales 
reported by chains on a cash basis. 

“Furniture and musical instru- 
ment chains show the greatest use 
of free delivery service, practically 
the entire sales volume of these 
chains being delivered free of charge 
to customers. Other kinds of chains 
showing a substantial proportion of 
their total volume of business deliv- 
ered free of charge are hardware 
(38.7 per cent), department store 
(38.8 per cent), millinery (26.5 per 
cent), general merchandise (24.8 per 
cent), men’s and women’s ready-to- 
wear (23.8 per cent), men’s ready- 
to-wear (24.7 per cent), women’s 
ready-to-wear (24.5 per cent), gro- 
cery (17.0 per cent), and men’s 
shoes (12.0 per cent).” 





Live Pheasants Draw Trade 
for Nagell Hardware Co. 


An unused center doorway is mak- 
ing money for the Nagell Hardware 
Co., Minneapolis, Minn. At present 
this idle space has been caged in to 
house three live ring-neck pheasants, 
borrowed from the Glendalough Game 
Farm owned and operated by The 
Minneapolis Tribune. A shock of corn 
stalks, some leafy branches, straw and 
a few short logs of wood suggest a 
woodland scene, the habitat of the 
pheasants on display. Bright illumi- 
nation makes this attraction equally 
popular in the night as in the day and 
good crowds of passers-by have been 
stopped, as motion or life in display 
always stop them. 

The window, on the right of the live 
display, features shells, guns, hunting 
clothing, a sign inviting hunters to ob- 
tain their hunting licenses at Nagell’s, 
etc. Each year, Manager O. L. Davis 
reports an increasing sales volume on 








A close-up of the birds in Nagell’s 
display 


shells during the hunting season. Min- 
nesota is good hunting country and 
hunters are always attracted by game, 
particularly live game. With the 
courtesy arrangement between the 
store and the farm sponsoring news- 
paper, it is natural that some news at- 
tention has been given to this unusuab 
display. 


Three live ring-neck 
pheasants attracted 
plenty of attention to 
the nearby window 
display of shells, guns, 
and related hunting 
equipment. Nagell 
Hardware Co., Minne- 
apolis, Minn., had this 
display in an unused 
center doorway. At 
‘other seasons major 
electric appliances, 
lawn mowers, etc., are 
displayed here, aug- 
menting the windows. 
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Information regarding sources of supply as provided readers of 
kes It?” Editor is here presented as 
an aid to others in the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because of their gen- 
eral interest to hardware merchants and buyers. This editorial 
feature in each issue supplements the service rendered by the “Who 
Makes It?” issue published on Sept. 28, 1933. 
firms mentioned, state that you saw the product listed in Hardware 
Age “Who Makes It?” section or issue. 


S= Hardware Age by the “Who Ma 


When writing to the 








Who Makes It? 


Iruaca, N. Y.: Furnish address of 
the Unishear Co., manufacturers of 
electric tinners’ tools—C. J. Rumsey 
& Co. 

ANSWER: This firm has been suc- 
ceeded by the Stanley Electric Tool 
Co., New Britain, Conn. 

* # * 

Yonkers, N. Y.: Who makes the 
Rain Square lawn sprinkler?—C. D. 
Serven. 

ANSWER: Dunbar-Gibson, Inc., 261 
Fifth Ave., New York City. 

* * * 

GuitrorD, Me.: Furnish name and 
address of the maker of the B. & H. 
kerosene lamp.—John Scales & Son. 

ANSWER: Bradley & Hubbard Mfg. 
Co., Meriden, Conn. 

* * * 

New Canaan, Conn.: Who makes 
Adco, a decomposer used on dried 
leaves to make fertilizer?—The Silli- 
man Hardware Co. 

ANSWER: Adco, 1712 Ludlow St., 
Philadelphia, Pa. 

* * 

Rauway, N. J.: Who makes the 
Weaver all rubber volley ball?—H. 
Robinson. 

ANSWER: C. B. Webb Co., 200 
Fifth Ave., New York City. 

* © # 

Cuarteston, S. C.: Who can fur- 
nish repairs for a Goodwin, Jr., grass 
shear ?—M. H. Lazarus Co. 

ANSWER: This product is now be- 
ing made by Dunbar-Gibson, Inc., 261 
Fifth Ave., New York City. 

* * * 

Apert Lea, Minn.: Who makes the 
Jewell food chopper?—Gulbrandson 
Hardware Co. 

ANSWER: Griswold Mfg. Co., Erie 
Pa. 

* * * 

New York, N. Y.: Where can we ob- 
tain stamped steel pulleys suitable for 
indoor ceiling clothes lines?—William 
L. Blumberg Co., Inc. 

ANSWER: Hart & Cooley Mfg. Co., 
61 W. Kinzie St., Chicago, IIl., and 
Guarantee Specialty Mfg. Co., Cleve- 
land, Ohio. 
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ALLIANCE, On10: Who makes ma- 
chines that will measure wire cloth, 
hardware cloth and poultry netting?— 
The Allott Hardware Co. 

ANSWER: Way-Jack Co., Ine., | 
Poughkeepsie, N. Y., and the Marvel | 
Rack Mfg. Co., Minneapolis, Minn. 


& 2% 


PittsFieLp, Mass.: Who makes Dixie 
fire kindlers?—Peirson Hardware Co. 
ANSWER: Dixie Fire Kindler, Inc., 
Douglas, Ga. 
*% *% * 

Gouverneur, N. Y.: Provide names 
and addresses of several manufacturers 
of liquid glass frosting —C. P. Collins. 

ANSWER: Rosco Laboratories, 367 
Hudson Ave., Brooklyn, N. Y.; Ameri- 
can Cyanamid & Chemical Corp., 535 
Fifth Ave., New York City, and L. 
Reusche & Co., 2 Lister Ave., Newark, 
N. J. 

* *% *% 

Decatur, Itt.: Who makes Presto 
fruit jar lids?—-Morehouse & Wells Co. 

ANSWER: Cupples Co., St. Louis, 


Mo. 
* * 


York, Pa.: Who makes Toch caulk- 
ing compound?—Anderson Hardware 
Co. 

ANSWER: Toch Bros., Inc., 386 
Fourth Ave., New York City. 


& 2 # 


CLEVELAND, Ou10: Who makes the 
Dudley combination padlock?—Gross- 
berger Hardware. 

ANSWER: Dudley Lock Corp., 26 | 
N. Franklin St., Chicago, III. 


* + ** 


PLatrsBurcH, N. Y.: Who can supply 
steam-heated glue pots having five gal- 
lon capacity ?—M. P. Myers & Co., Inc. 

ANSWER: Black Bros. Co., 401 9th 
Ave., Mendota, IIl., and Chas. E. Fran- 
cis, Rushville, Ind. 


* %*& 


IrHaca, N. Y.: Who makes a lawn- 
mower with blades and knives operat- 
ing like a mowing machine?—C. J. 
Rumsey & Co. 

ANSWER: Clipper Mfg. Co., Inc., 





Dixon, Il. 





FREE 


This Valuable Roofing 
Bulletin Compiled 
Especially For Dealers, 
Architects And Appliers 
of Asphalt Roofings 


E sure to read this enlightening 

Bulletin, “Why Solka Base As- 
phalt Shingles and Roofings”. Be 
informed how this improved cellu- 
lose base imparts to Asphalt Shingles 
and Prepared Roofings: 


1. Longer Life 

2. More Flexibility 
3. Greater Strength 
4. Firmer Nail Grip 


Brief, concise, in question and an- 
swer form—this Bulletin gives you 
up to the minute Facts that all 
dealers, architects’ or appliers of 
roofing should know. 


ov n 


MAKERS oF 
SoLKA 
MAIL THE COUPON FOR 
YOUR FREE COPY NOW 


fo ee eee 


6-12-32 






BROWN CO. 
Portland Maine 


‘WE 00 OUR PanT 


Please send your free Roofing Bulletin « Why 
Solka Base Asphalt Shingles and Prepared Roof- 
ings”— Also names of manufacturers who can 
supply my requirements. 


PG isdcstncank 


Address.......... 
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JACOB KORNELY 


Jacob Kornely, 75, founder of 
J. Kornely Hardware Co., Mil- 
waukee, Wis., wholesale and re- 
tail business, died recently, fol- 
lowing an illness of three weeks. 
He first entered the hardware 
business at the age of fourteen 
and founded the Kornely com- 
pany in 1891. 

Mr. Kornely, who was well 
known in the Chicago and Wis- 
consin areas, was a member of 
the board of directors of the 
Hardware Dealers Mutual Fire 
Insurance Co. and the Hardware 
Mutual Casualty Co., since their 
organization. He was a_ past- 
president of the Wisconsin Retail 
Hardware Association. Mr. Korn- 
ely had been active in benevolent 
work and as president of the Ex- 
celsior Mutual Building & Loan 
Association. Mrs. Kornely, two 
sons and two daughters survive. 


FREDERIC W. ALLEN 


Frederic Winthrop Allen, 56, 
at one time an official of Sim- 
mons Hardware Co., St. Louis, 
Mo., wholesale distributors, died 
Nov. 25. Mr. Allen joined the 
Simmons organization in 1900. 
He became vice-president of the 
Mechanics & Metals National 
Bank in 1910 and in 1915 became 
a member of Lee, Higginson & 
Co., New York City banking firm, 


of which he was the senior mem- 


ber at the time of his death. 

Mr. Allen was a director of: 
Otis Elevator Co., Shell Union 
Co., Vanadium Corp. of America, 
National Surety Co., New York 
Trust Co., New York Title & 
Mortgage Co. and chairman of 
the boards of North American 
Reassurance Co., American Enka 
Corp. and Dunlop Tire & Rubber 
Co. 


JAMES WALKER SMITH 


James Walker Smith, for more 
than forty years associated with 
hardware establishments in Knox- 
ville, Tenn., died recently at the 
age of seventy-six. For many 
years he was with the old George 
Brown Hardware Co. and later 
was connected with the Lowe- 
Horde Hardware Co. He re- 
tired several months ago due to 
poor health. 


Ss. B. LUTTRELL 


Samuel B. Luttrell, for years 
owner of Luttrell Hardware Co. 
and president of the old Me- 
chanics Bank & Trust Co., Knox- 
ville, Tenn., died recently at the 
age of 89. Mr. Luttrell, who re- 
cently celebrated his sixty-sev- 
enth wedding anniversary, had 
served as mayor of Knoxville 
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many years ago. He was at one 
time the head of twenty-nine dif- 
ferent organizations in Knoxville. 





H. C. PRUTZMAN 


H. C. Prutzman, 63, president, 
H. C. Prutzman, Inc., Altoona, 
Pa., wholesale hardware distrib- 
utors, died recently. He pur- 
chased the business in 1910 with 
Charles E. Maloy and incorpor- 
ated the company in 1921. Prior 
to his entry in the hardware 
business he had been a _ hotel 
operator. 


NICHOLAS J. DAWSON 


Nicholas J. Dawson, president, 
Dawson Lumber & Hardware Co., 
Boonton, N. J., died recently at 
the age of sixty-four. 


H. H. WESTINGHOUSE 


Henry Herman Westinghouse, 
80, director, Westinghouse Elec- 
tric & Mfg. Co., E. Pittsburgh, 
Pa., chairman of the board of 
directors of the Canadian West- 
inghouse Co., Ltd., and chairman 
of the board of the Westinghouse 
Air Brake Co., died Nov. 18 at 
his home in Goshen, N. Y. He 
was also the organizer of the 
Westinghouse Machine Co. 





T. P. WHYTE 


Thomas P. Whyte, 68, Chicago, 
Ill., member of the firm of Cobb, 
Whyte & Laemmer Hardware Co., 
309 W. Madison St., for the past 
twenty-six years, died recently at 
his home. A native of Canada, 
he entered the employ of the old 
Orr & Locket Hardware Co., as 
a boy. Twenty years later he 
bought an interest in the firm of 
Cook & Laemmer. 





GEORGE B. W. HADLEY 
George B. W. Hadley, 64, 


Greenville, N. C., formerly a 
hardware dealer in that commu- 
nity, died recently. Following 
retirement from the hardware 
field he engaged extensively in 
farming. 


CALVERT TOWNLEY 


Calvert Townley, 69, a former 
vice-president of the Westing- 
house Electric & Mfg. Co., E. 
Pittsburgh, Pa., died in New 
York City, Nov. 28. He was 
vice-president of Westinghouse 
from 1911 to 1913, when he re- 
tired. 


WILLIAM H. POSTEN 


William H. Posten, 68, hard- 
ware and furniture merchant in 
Atlantic Highlands, N. J., for 
more than 40 years, died recently 
at Thompsonville, Pa. 











F. X. BECHERER, JR. 


Frank X. Becherer, Jr., son of 
F. X. Becherer, secretary, Mis- 
souri Retail Hardware Associa- 
tion and a member of the firm of 
F. X. Becherer & Son, St. Louis, 
Mo., hardware dealers died re- 
cently at Christian Hospital in 
that city. He was well known 
to the wholesale and retail hard- 
ware trade in Missouri and had 
attended the Missouri state asso- 
ciation conventions for several 
years. 





JOHN DeWILDE 


John DeWilde, Eureka, Ml., 
owner of the DeWilde Hardware 
Co. in that town, died recently. 





M. L. HARRISON 
M. L. Harrison, 60, Wythe- 


ville, Va., president, Harrison- 
Hancock Hardware Co., and 
president of the Harrison Tie & 
Lumber Co., died recently in 
Miami, Fla. 


Cc. W. EMERSON 


Clarence W. Emerson, 63, as- 
sociated with Knowlton & Stone, 
Keene, N. H., hardware dealers 
for the past forty-seven years, 
died recently in Brattleboro, Vt., 
where he had gone to attend a 
football game. 





STEPHEN H. VELIE 


Stephen H. Velie, grandson of 
John Deere, who founded Deere 
& Co., and a brother of the late 
Will H. Velie, founder of the 
Velie Motors Corp., died at his 
home in Kansas City, Mo., recent- 
ly. He was vice-president of the 
John Deere Plow Co., in Kansas 
City. 





' PHILIP J. WUERTZ 


Philip J. Wuertz, 85, a native 
of Germany and father of Philip 
G. Wuertz, hardware dealer and 
past president of the Ohio Hard- 
ware Association, died recently. 
Another son, Harry Wuertz, is a 
hardware dealer. 





J. F. STARLING 


J. Frank Starling, 64, T. K. 
Jones & Bro. Co., Dover, Del., 
hardware dealers, died recently 
following an illness of two weeks. 
Mr. Starling was former post- 
master of Dover and a former 
member of the state legislature. 





Cc. J. HARRINGTON 


Cornelius J. Harrington, ac- 
countant for the Montana Hard- 
ware Co., Butte, Mont., died re- 
cently. He served at one time 
as city clerk. 





GEORGE VITS 

George Vits, 56, president, 
Aluminum Goods Mfg. Co., 
Manitowoc, Wis., died Novem- 
ber 3, following an illness of 
several months at his home in 
that town. He started his busi- 
ness career as a tailor, later be- 
coming a railroad employee. Mr. 
Vits later became associated with 
the aluminum industry when his 





GEORGE VITS 


William 


He became 


father and_ brother 
started the business. 

president and general manager 
of the Aluminum Goods Mfg. Co. 


in 1911, which succeeded the 
former Manitowoc Aluminum 
Novelty Co., founded by his 
family. 


He was active in fraternal and 
civic affairs and served for nine 
years on the local school board. 
He was during the administra- 
tion of President Hoover a mem- 
ber of the Republican National 
Committee for the state of Wis- 
consin. At the time of his 
death he was a director of the 
First National Bank as well as 
a vice-president of that organi- 
zation and a director of the 
First Securities Co. and_ the 
Northwestern Casualty & Surety 
Co. He was a member of the 
advisory committee of Marquette 
University, Milwaukee, as well as 
president of the Hotel Manitowoc 
Company. For many years he 
was a leader in the Wisconsin 
Manufacturers Association, and 
in 1931 was a director of the Na- 
tional Manufacturers Association. 

He is survived by Mrs. Vits, 
a daughter, and a son, George, 
Jr., affliated with the Aluminum 
Goods Mfg. Co. Two brothers, 
Albert Vits, executive vice-presi- 
dent of the company, and Hugo 
L. Vits, also an executive of the 
company, are among the sur- 
vivors. 
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= It looks as though Uncle 
Sam is dealing us that new hand we've all been waiting 
for. The encouraging reports throughout the country 
increase daily—industry is leaning forward to pick up 
one by one, the new cards as they are dealt. 


You can be sitting pretty in the big game that is get- 
ting under way if you hold a HOLTITE hand—the 
royal flush of screw products. 


The growing demand for high grade merchandise 
warrants your consideration in stocking screw prod- 
ucts of established reputation and quality. For many 
years HOLTITE Screw Products have been leaving 
our plant to become dependable units in the assembly 
of America’s finest products. A strict standard of 
quality assures uninterrupted production and complete 
satisfaction. 


A generous bag of samples with price list and dis- 
counts sent upon request. Send for yours today. 





CONTINENTAL SCREW CO. 
New ey bsireonid = 


6529 Russell Street 
Detroit, Michigan 
—— ~* — 


Southern Branch |R. 
1421 Fort Street 
Chattanooga, Tenn. 


‘WE BO OUR PART 
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Lasts longer than netting 
.-» COSTS LESS! 


Keystone Chic-Mesh stretches, looks and is 
built like real fence. No top or bottom 
boards required. It turns smallest chicks or 
liveliest bantams. Used for temporary or 
permanent fence, it is easy and cheap to 
erect and take down. 

Chic-Mesh 18 gauge line and stay wires are 
heavier than usual 19 and 20 gauge netting. 
Lasts years longer than netting of equal 
gauge, yet costs Jess. A profitable seller. 


Fights rust 2 ways 


First, Keystone Chic-Mesh has a special 
Galvannealed outer coating that is two to 
three times ‘heavier than on some ordinary 
galvanized fence and, therefore, fights rust 
on the outside years longer. 

Second, it has a real copper bearing inner 
section that resists rust at least twice as 
long as steel without copper and, therefore, 
fights rust clear to the core. 

Chic-Mesh comes in 24’, 36’, 48’, 60’’, 
72” heights—150 ft. rolls. Ask your jobber 
or write us. Write also for catalog, dealer 
prices and agency details on Red Brand hog, 
field and poultry fence, and other wire and 
fencing products—today. (48) 


KEYSTONE STEEL & WIRE CO. Ww 
848 Industrial St., Peoria, Illinois 


KEYSTONE 
Chic-Mesh ‘rnc: 
“Fights rust 2 Vaya 





Chic-Mesh Fence wire, ex- 
aggerated to show the heavy 
Gaivannealed outer coating. 


Chic-Mesh Fence 
wire, exaggerated to show 
the real copper bearing 
inner section. 











GALVANNEALED Copper Bearing 


> 


Pld 
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Convention Calendar 


Week of Jan. 8, 1934 
NationaL House Furnisuinc Manufacturers’ Association 
Seventh Annual Show, Stevens Hotel, Chicago, Ill., Jan. 8 
to 13 inclusive, 1934. Warren Edwards, secretary, 228 N. 
La Salle St., Chicago, Ill. 


Week of Jan. 14, 1934 


Mountain States Hardware and Implement Association An- 
nual Convention, Cosmopolitan Hotel, Denver, Colo., Jan. 
15 to 17 inclusive, 1934. John T. Bartlett, secretary, 2005 
Mapleton Ave., Boulder, Colo. 


WesTerN Retail Implement and Hardware Association Farty- 
fifth Annual Convention and Hardware Show, Kansas City, 
Mo., Jan. 16 to 18 inclusive, 1934. Headquarters: Hotel 
Baltimore. Business sessions: Ararat Temple. Hardware 
show: Convention Hall. Herbert J. Hodge, secretary, Abi- 
lene, Kan. 


West VircintA Hardware Association Annual Convention, 
Waldo Hotel, Clarksburg, W. Va., Jan. 16 and 17, 1934. 
H. B. €Clower, secretary, Box 127, Oak Hill, W. Va. 


Week of Jan. 21, 1934 


Texas Hardware and Implement Association Thirty-sixth An- 
nual Convention and Exhibit, Baker Hotel, Dallas, Tex., 
Jan. 23 to 25 inclusive, 1934. Dan Scoates, secretary, Col- 
lege Station, Tex. 


Minnesota Retail Hardware Association Thirty-eighth Annual 
Convention and Exhibit, Municipal Auditorium, Minne- 
apolis, Minn., Jan. 23 to 26 inclusive, 1934. C. J. Chris- 
topher, manager, Nicollett at 24th Sts., Minneapolis, Minn. 


Kentucky Hardware and Implement Association Annual Con- 
vention and Exhibit. Seelbach Hotel, Louisville, Ky., Jan. 
23 to 25 inclusive, 1934. J. M. Stone, secretary, Room 9, 
Seelbach Hotel, Louisville, Ky. 


Week of Jan. 28, 1934 


Soutu Dakota Retail Hardware Association Twenty-ninth 
Annual Convention and Exhibit and joint meeting with 
State Implement Assn., Coliseum, Sioux Falls, S. D., Jan. 
30 to Feb. 1 inclusive, 1934. C. J. Christopher, manager, 
Nicollett at 24th Sts., Minneapolis, Minn. 


OKLAHOMA Hardware and Implement Association Thirty-first 
Annual Convention and Exhibit, Masonic Shrine, Temple, 
Oklahoma City, Okla., Jan. 30 to Feb. 1 inclusive, 1934. 
Charles F. Nelson, secretary, 301 Key Bldg., Oklahoma 
City, Okla. : 


InpIANA Retail Hardware Association Annual Convention and 
Exhibit, hotel headquarters and place of exhibit to be an- 
nounced later. Indianapolis, Ind., Jan. 30 to Feb. 2 inclu- 
sive, 1934. G. F. Sheely, managing director, 915 Meyer- 
Kiser Bank Bldg., Indianapolis, Ind. 


NATIONAL Sporting Goods Distributors’ Association Annual 
Convention and Exhibit, Hotel Sherman, Chicago, IIl., Jan. 
29 to 31 inclusive, 1934. John Hatton, secretary, Kansas 
City Athletic Club, Kansas City, Mo. 


Week of Feb. 4, 1934 


NesrasKA Retail Hardware Association Thirty-third Annual 
Convention and Exhibit, Fontennelle Hotel, Omaha, Neb., 
Feb. 6 to 8 inclusive, 1934. George H. Dietz, secretary, 414 
Little Bldg., Lincoln, Neb. 


Ittrnots Retail Hardware Association Thirty-seventh Annual 
Convention and Exhibit, State Arsenal, Springfield, IIl., Feb. 
5 to 8 inclusive, 1934. Paul Mulliken, managing director, 
1141 Merchandise Mart, Chicago, III. 
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Wisconsin Retail Hardware Association Thirty-eighth Annual 
Convention and Exhibit, Auditorium, Milwaukee, Wis., Feb. 
6 to 9 inclusive. George W. Kornely, exhibit manager, 3374 
N. Green Bay Ave., Milwaukee, Wis. H. A. Lewis, acting 
secretary, Stevens Point, Wis. 


Nortu Daxorta Retail Hardware Association Annual Conven- 
tion and Exhibit, Feb. 6 to 8 inclusive, 1934. Convention 
city, hotel headquarters and place of exhibit will be an- 
nounced later. Louise J. Thompson, secretary, Grand 
Forks, N. D. ; 


Week of Feb. 11, 1934 
Micuican Retail Hardware Association Annual Convention 
and Exhibit, Statler Hotel, Detroit, Mich., Feb. 13 to 16 
inclusive, 1934. Harold W. Bervig, secretary, 1112 Capital 
Bank Tower, Lansing, Mich. 


Iowa Retail Hardware Association Thirty-sixth Annual Con- 
vention and Exhibit. Sessions: Hotel Savery. Exhibit: 
Coliseum, Des Moines, Iowa. Philip R. Jacobson, secretary, 
Mason City, Iowa. 


CattrorNIA Retail Hardware and Implement Association 
Thirty-third Annual Convention and Exhibit, Hotel Whit- 
comb. San Francisco, Cal., Feb. 13 to 15 inclusive, 1934. 
LeRoy Smith, manager, 417 Market St., San Francisco, Cal. 


New York State Retail Hardware Association Thirty-eighth 
Annual Convention and Exhibit, Hotel Syracuse, Syracuse, 
N. Y., Feb. 13 to 16 inclusive, 1934. John B. Foley, secre- 
tary-manager, 510 Hills Bldg., Syracuse, N. Y. 


Week of Feb. 18, 1934 


SouTHERN Ca irorniA Retail Hardware Association Conven- 
tion and Exhibit, Shrine Civic Auditorium, Los Angeles, Cal., 
Feb. 19 to 21 inclusive, 1934. J. V. Guilfoyle, secretary, 230 
Chamber of Commerce Bldg., Los Angeles, Cal. 


Onto Hardware Association Fortieth Annual Convention and 
Exhibit. Sessions: Deshler-Wallick Hotel. Exhibit: Mem- 
orial Hall, Columbus, Ohio, Feb. 20 to 23 inclusive, 1934. 
John B. Conklin, secretary, 175 S. High St., Columbus, Ohio. 


Missourt Retail Hardware Association Convention and Exhibit, 
Hotel Jefferson, St. Louis, Mo., Feb. 20 to 22 inclusive, 1934. 
F. X. Becherer, secretary, 5106 N. Broadway, St. Louis, Mo. 


VircintA Retail Hardware Association Annual Convention, 
: John Marshall Hotel, Richmond, Va., Feb. 20 and 21, 1934. 
Thos. B. Howell, sec., 602 E. Broad St., Richmond, Va. 


Week of Feb. 25, 1934 


PENNSYLVANIA AND ATLANTIC SEABOARD Hardware Associa- 
tion Convention and Exhibit, Wm. Penn Hotel, Pittsburgh, 
Pa., Feb. 27 to March 2 inclusive, 1934. W. Glenn Pearce, 
managing director, Wesley Bldg., Philadelphia, Pa. 


Week of March 4, 1934 
American Oil Burner Association Eleventh National Oil Burner 
Show, Commercial Museum, Philadelphia, Pa., March 5 to 9 
inclusive, 1934. Harry F. Tapp, executive secretary, 342 
Madison Ave., New York, N. Y. 


Week of June 3, 1934 


Mississippi Retail Hardware and Implement Association An- 
nual Convention and Exhibit, White House Hotel, Biloxi, 
Miss., June 4 to 6 inclusive, 1934. John F. Jennings, secre- 
tary, Box 846, Jackson, Miss. 

CaroLinas—The Hardware Association of the Carolinas An- 
nual Convention, Franklin Hotel, Spartanburg, S. C., June 
5 to 7 inclusive, 1934. Arthur R. Craig, secretary-treasurer, 
803 Commercial Bank Bldg., Charlotte, N. C. 
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Unquestionably the value of a window glass lies in its transpar- 





ency... Whether Lustraglass is new or has been used for years 








rt, ! c r , 
it s still the whitest of ail glass made for windows... It’s a clearer 


flatter, more lustrous pro t, superior in every respect, transmit- 





ting more daylight and a substantial amount of the shorter ultra- 





violet rays of sunlight... Lustraglass costs no more than ordinary 






window glass It always gives you maximum sunlight per dollar 


AMERICAN WINDOW GLASS CO. 


PITTSBURGH ¢ PENNSYLVANIA 
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STEEL BELT LACING 


More Reliable 
Belting Service 


The great sur- 
plus strength of 
Alligator Steel 
Belt Lacing pro- 
vides long unin- 
terrupted belt- 
ing service. The 
powerful com- 
pression grip produced in —o pe 
the teeth, —— ager and 
separation in the belt ends. Th 
favorite lacing is quickly and easily 
applied and is reliable in practically 
every service on all types of flat belt- 
ing. Order from your jobber. 
FLEXIBLE STEEL LACING CO. 
4616 Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, 
London, E. C. 2 
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JOBBER SALESMEN:— 


Are you taking advantage 
of the new Wright mer- 
chandising plan? 





| G.F. WRIGHT STEEL: WIRE 
| SUPERIOT Supply your trade 
with this colorful 


and useful display. 


It will mean a 
steady increase in 
business. 


Nothing like it 


ever before of- 
fered. 














G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER, MASS. 
‘NEW YORK ATLANTA CHICAGO LOS ANGELES 























OLD MAN “OVERHEAD” 
HATES THIS MACHINE 


because it increases clerk efficiency 
at least 20 per cent. Figure out 
what this means in dollars each week. 











There is nothing experimental about National Package 
Sealers and nothing theoretical about the money they 
save. 650,000 sold during 25 years of constant growth. 


Write for the facts about National Package Sealing Service 


today. — = eo 


NASHUA, N. H. 
Offices in all principal cities 




















Whats New 


for Retail 
Hardware Stores 


“Triplex” Gas Toaster 


May also be used on gasoline or oil 
stoves. Bread is held in a holder which 
permits its turning without handling. 
Toasts three pieces at a time but individual 
and independent turning may be done. 
Holders give a maximum of bread surface 





for exposure to heat. Individual knobs for 
turning each holder are placed in shielded 
position on top of device. Finished in 
nickel, copper or chrome plate. Nickel 
trimmed model costs dealer $4.80 per 
dozen, in gross lots. B. & H. Products, 
Fort Wayne, Ind. 





Model 270 One Minute Washer 
Has Improved Wringer 


Of self-adjusting type. Every movement 
of rolls;—releasing of pressure between 
them, adjustment of direction of drain 
board, are actuated by top control bar 
which is sole operating lever. Durex oil- 
less bearings reduce friction and make 
frequent lubrication unnecessary. Equipped 
with large oversize enameled tub with 
horizontally ribbed sides. Double water 
action produced by new large aluminum 
agitator which completes full half-turn 
with each revolution. Other features in- 
cluded: outside auto-type control lever, 
perfectly meshed gears operating silently 
in bath of oil, %4 h.p. Westinghouse motor, 
floating mounted. Of attractive appearance 
and easily kept clean. Suggested retail 
selling price, $89.50. Present One Minute 
line includes the following models (with 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


GN 65 v4 4550 soc eee eS 

















list prices slightly higher in the far west) : 
No. 140, electric, $49.95; 150, electric, 
$59.95; 151, gasoline engine, $89.95; 160, 
electric, $69.96, and 270, electric, $89.50. 
One Minute Washer Co., Newton, Iowa. 





“Hi-Reach” Hammer Clamp 


An attachment designed to prevent un- 
necessary stretching during nailing. Com- 
prises three simple parts readily assembled 
on any claw hammer in a few minutes, as 
illustrated. Clamp, which is a single small 
stamping, is screwed on hammer handle 





so its claw rests snugly against hammer 
head. Nail placed in claw is held securely 
by small spring until first blow is driven. 
It then slips easily from clamp and nailing 
is completed with ball of hammer. Over- 


all length of clamp is 3%”. Wrought 
Washer Mfg. Co., 2106 S. Bay St., Mil- 
waukee, Wis. 





Stewart Issues Catalog No. 75 
Showing Wire and Iron Fences 


Containing 44 pages of illustrations of 
installations as well as diagrams and 
sketches. Installations include home 
garden, industrial plant, playground, 
school, estate, institution, cemetery, etc. 
Catalog tells “how to measure for fence” 


and includes a specification section on 
Stewart chain link wire, fences and gates, 
iron gates and fences. Miscellaneous metal 
specialties such as metal vases, urns and 
settees, miscellaneous iron and wire work, 
balcony, porch and stair railings, grilles, 
etc. Construction details are diagrammed 
and described. An alphabetical index is 
included in the back as well as a partial 
listing of Stewart products. Attractively 
illustrated and bound in a three-color 
cover. The Stewart Iron Works Co., Cin- 
cinnati, Ohio. 





Telechron Christmas 
Window Card 


Shows a woman admiring a Warren Tele- 
chron clock received as a gift. At the top 
is a caption reading, “When only the best 
is good enough.” The suggestion at the 
bottom says, “Give Telechron Self-Starting 


Electric Clocks.” Card, which is a four- 
color reproduction of an oil painting by 
Walter Beach Humphrey, measures 10” by 
16”. It is equipped with an easel back 
and is free to Telechron dealers. Warren 
Telechron Co., Ashland, Mass. 
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Don’t Curse Leaky 
Fittings .~ USE 
DEVLIN 





For a permanent profit-saving, installation 
use the Fittings you can swear by—not at. 
Devlin superior Fittings are made stronger, 
tested more accurately and sold more con- 
veniently. Packed in cartons. Sold also by 
barrel and in bulk. 


THOS. DEVLI 








MFG.CO.,INC. 
BURLINGTON, N. J. 
























2 New Sales Leaders 


by Seymove Smith 


TIP-TOP TREE 
TRIMMER 


A powerful 12 foot tree pruner 
you can sell over the counter. 
Has dozens of uses. Made in 
three jointed sections. Packed 
in carton 48 inches long with 
handsome label and display card. 


SNAP-CUT PRUNER 
now made 


IN 2 POPULAR SIZES 


No. 119—Standard Size. Out-cuts 
and out-sells any pruner 
made. Furnished with a 
handsome demonstration 
stand. 


























Write for 
complete catalog. 


a Sy No. 118—Ladies’ Size Snap-Cut. Brand new 
‘ bat 7 in handsome display carton. Meets a tre- 
mendous demand from women gardeners. 


Seymour Smith & Son, Inc., Oakville, Conn. 


JOHN H. GRAHAM CO., Inc. 


Sales Representatives 
NEW YORK CHICAGO SAN FRANCISCO 











TREASURE 


Buried Where 
Digging’s Easy 
ee 


AKE HARDWARE 
AGE your chart 








— to help you find the 
—=—> =~ way to increased sales. 


Ideas, tried and suc- 
—~ cessful are deposited in 
<7 the pages of each issue. 


A little light digging 
and they’re yours to use 
and profit by. 





The advertisers, too, 
offer helpful ideas to 
the wide awake hard- 
ware man. 


read 
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Labor Saving 


AUGER BIT 


Bores Any Arc 


of a Circle 7 Many 


YY New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

and delicate patterms, veneers, screen work, 

geaiioping. fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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Dodge “‘Never-Lose” Screw 
For Electric Iron Plugs, ete. 


A side slot screw with lock washer, for 
replacing electric iron screws. Hexagon 
lock washer fits under head of screw in 
hexagon recess of plug; after screw is 
tightened one upturned finger of lock 
washer is bent into screw slot, making it 
impossible to jar screw loose, says the 


maker. Suggested retail selling price, two 
for 5c. or 10 assorted sizes in box, 25c. 
Dealer cost, $1.50 per hundred or $12.50 
per doz. gross. Price in bulk, $1.25 per 
hundred or $10 per thousand. Dodge 
Electric Co., 245 S. State St., Salt Lake 
City, Utah. 


Gyro Safety Razor 


Has a moving cutting edge; powered by 
a gyroscope. Razor, weighing 8 ounces, 
starts after two or three strokes on the 
rotor belt, a piece of rubber covered wire 
or any similar material. Gyroscope through 
a vertical shaft with an eccentric at top 
transmits the power to the blade which 
moves back and forth at from 5,000 to 





10,000 times per minute. Running time, 
depending upon starting speed, from 5 to 
10 minutes. Die cast materials, chromium 
plated. List $5 with five double edge 
blades and rotor belt. Dealer discount, 40 
per cent. H. H. Meyer, 745 Fifth Avenue, 
New York City, eastern and export dis- 
tributor. Made by Gyro Safety Razor Co., 
Los Angeles, Cal. 


Hamilton Beach 
Vacuum Cleaner 


Has motor-driven brush and cleans by 
beating, sweeping, suction action. Hamil- 
ton Beach ball-bearing motor; definite 
nozzle adjustment; all rubber cord; wide 
nozzle with 135% in. cleaning area and 
improved and simplified brush adjustment. 
The maker points out that it has more 
suction, greater beating action, wider clean- 
ing area and greater ease in operation 
than previous Hamilton Beach models. 
Will go under low furniture as it stands 
but 6% in. high when handle is down. 
Has rubber bumper, self lubricating wheels 
cnd a belt which jumps off if put on 
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wrong. Weighs 13% lb. Has four wheel 
carriage with front wheels back of nozzle. 
Trigger switch. Suggested retail selling 
price $34.75. Attachments, list $6, extra, 
include capsule, moth killer, brush, hose, 
extension tube, nozzle, flat tool. Hamilton 
Beach Mfg. Co., Racine, Wis. 


Three Westinghouse 
Electric Percolators 


Of modernistic design finished in lus- 
trous lifetime Chrome plate... PJ-24, 7 
cup, list, $7.50. PJ-14, six cup, illustrated, 
list, $6.50. PJ-4, percolator designed for 





the smaller family has four-cup capacity, 
115 volts, standard detachable cord and 
miniature plug. List, $5.95. Each model 
has fuse protection against overheating. 
Westinghouse Electric & Mfg. Co., E. 
Pittsburgh, Pa. 


Rawlplug Screw 
and Bolt Gage 


For selection of proper Rawlplug for 
any given wood or lag screw. Heavy pol- 
ished, anti-corrosive steel measures 6” x 
154”, permitting it to be carried in pocket 
or kit. One face shows standard wood and 
lag screw sizes, giving corresponding sizes 
of Rawlplugs to be used with each. Other 


side shows all standard Rawlplug sizes and 
corresponding screw sizes to be used witl 
each. Also calibrated in fractions of an 
inch to determine bolt sizes from 3/16” to 
3%”. May be used as caliper on corre 
sponding sizes of round bars. One edge 
forms six-inch rule, graduated by sixteenth 
inches, other a five-inch rule with slot for 
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measurement of counter sunk head screws. 
Scale starts on exact end. Suggested retail 
selling price 50c. Dealer sample for 10c 
in stamps to cover cost of mailing. The 
Rawlplug Co., Inc., 98 Lafayette St., New 
York City. 


““Valveteria” for Radiator 
Valve Display Purposes 
Permits the purchaser to serve himself, 


whereupon the removal of one valve causes 
another to automatically take its place. 


(omfortable 
Economical 


Heat '? 


LEAKY 
NOISY 


SPITTING 


HISS ING 
RADIATORS 





Accompanying the display are descriptive 
folders describing the uses of Marsh valves. 
James P. Marsh Co., 2073 Southport Ave., 
Chicago, Tl. 
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A Better Selling Job! 
Say Salesmen and Clerks 


You, too, will want 
to read “Chicago” 
SALES 
POINTERS. 


How to overcome 
price competition 
on Roller Skates. Facts 
about Quality that will se- 
cure more profitable busi- 
ness. Features that Outsell 
All Others and win cus- 
tomer “good - will.” Also 
some interesting facts on 
Policy and Cooperation. 


Sales Pointers—Watch PROFITS Grow! 


We urge every Jobber and Dealer who is interested in helping their 
salesmen and clerks do a better selling job to send for as many 
SALES POINTER SHEETS as needed. ‘Chicagos” will help build 
and increase your roller skate business—they do give honest value to 
consumer—and are more profitable to sell. Write us today! 


“CHICAGG” 


TRADE MARK REG.U.S. PAT. OFF. 

The Wheels are the ‘Heart of a Skate.’ 
We stake our reputation on this fact—that 
“Chicago’’ Double Tread ‘‘Triple Wear’ 
Steel Wheel and Successful Rubber Tire 
Wheel give more miles per dollar than any 
other skate wheel made. We welcome your 
business. 


CHICAGO ROLLER SKATE CO. 


Established over 28 years 
4456 W. Lake St., Chicago, Ill. 
No. 75 The World’s Greatest Roller Skate No. 84 












EARLY half the 1600 rooms at the 

William Penn Hotel have now been re- 
duced to $3.00 and $3.50. ANEW DEAL 
for everybody! The same excellent serv- 
ice, the same luxurious appointments at 
Pittsburgh's finest hotel. All rooms with 
bath .. 





HOTEL 


WILLIAM PENN 


PITTSBURGH 


Also the FORT PITT HOTEL—good 
rooms from $1.50: with bath $2.00 
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There Are Holes 
In Your Stock 


There are lines you can’t 


stock any more. They aren’t made. 


On the other hand there are lines that have 
remained as strong during depression as they 
were in the boom. We’ve been through a 
testing period—you and the manufacturers who 


serve you. 


Now, when you carefully fill your stock of 
builders’ hardware, you can pick the names 
which qualified as “‘depression-proof.”” When 
you recommend items for their durability and 
long satisfactory performance, you can be sure 
these values were always there, for it is such 
quality that enabled the manufacturer to survive. 


THE OSCAR C. RIXSON CO. 
4450 Carroll Ave., Chicago, II. 
New York Office: 2034 Webster Ave. 


Philadelphia Atlanta New Orleans San Francisco 














MI ANDO TIN PLar, 
~ COMPANY : 
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For Hardware and Supply Trades 


We manufacture sHEETs of recognized reputation and 
value. For roofing, siding, gutters, spouting, air con- 
ditioning systems and general sheet metal work, use 


Keystone Copper Steel Sheets 


for lasting service and maximum 
resistance to corrosion. Insist upon 
AMERICAN Black Sheets, Keystone 
Quality Sheets, Apollo Best Bloom 
Galvanized Sheets, Galvannealed 


Sheets, Heavy-Coated Galvanized 
Sheets, Formed Roofing and Siding 
Products, Terne Plates, and USS 
STAINLESS and Heat Resisting 
Steel Sheets. Write for information, 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 


SUBSIDIARY OF UNITED Us STATES STEEL CORPORATION 








“Dog Away” 


A solidified combination of chemicals 
offered in a tube. Releases vapor or gas- 
eous odor, not noticeable to human beings, 
but very offensive to dogs and other ani- 
mals, says the maker. Odor is heavier 
than air and forms a thin blanket above 
the tree or bush being protected. Contents 
of tube, which are solid when exposed, 





slowly evaporate. Suggested retail selling 
price 50c per tube. Dealer discount 40%. 
One tube is said to be sufficient to last 
an entire season. Has metal fastener for 
attachment to tree limb, etc. Hammond 


Chemical Co., Beacon, N. Y. 


Universal Fan Heater 


Forces warm air into the room at the 
rate of 235 cubic feet per minute. Circular 
housing surrounding fan and element elim- 
inates air pockets and assures maximum 
output of forced heated air. E7981, ivory 
enamel moire finish, chromium plated 





guard, No. E798, French green-grey enamel 
moire finish, chromium plated guard. 
Height 9% in., base 114% in. x 4% in. 
Watts, 1320, voltage 100 to 125 a.c. only. 
Non-radio interfering motor. Operates 
from convenience outlet. Weight 5%4 Ib. 
Individually packed. Has 8 ft. durable 
green cord. Landers, Frary & Clark, New 
Britain, Conn. 


Stearns Power Grinder 
For Shop and Farm Use 


Base carrying motor and grinding head, 
of light but strong construction with in- 
tegrally cast carrying handle, slotted for 
grinder head bolts to permit belt tension 
adjustment. Grinder head cast in one 
piece contains electric switch at conve- 
nient point. Solid bunting bronze bush- 
ings with oil cups for lubrication consti- 
tute bearings for grinder shaft. Wheel 
spindle accurately ground throughout sec- 
tion, machined to fit wheels, washers and 
nuts. Tool rests of square section, adjust- 
able in and out, firmly held in position by 
set screws. Endless “V” belt of moulded 
rubber. Tension adjustable by moving 
head. Heavy duty motor, % h.p., 10 ft. 
electric cord and plug in cap. Equipment 
includes one 5% in. diameter by 3% in. 
face sickle cone and one 6 in. diameter by 
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1 in. face general grinding wheel. Other 
wheels, scratch brushes, buffs, etc., of % 
in. bore may be used when required. E. C. 
Stearns & Co., Syracuse, N. Y. 


Westinghouse Photoflash Lamp 
For Amateur Photographers 


Designed particularly for making _por- 
traits and human interest snapshots in and 
around the home. Mazda Photoflash lamp 
No. 10 has an A-19 bulb, the same as a 
25-watt regular lighting lamp, medium 
screw base and may be used in hand bat- 
tery sets or on 110-125 volt house lighting 
circuits. Light intensity is approximately 
half that from the standard Mazda lamp 
No. 20 but is sufficient to permit good 
photographic results up to distance of 12 
feet. Suggested retail selling price, 15c. 
Westinghouse Electric & Mfg. Co., E. 
Pittsburgh, Pa. 


Stanley “Mighty Midget” Electric 
Garage Door Operators 


For “Roll-Up” and “Swing-Up” doors. 
Comprises two parts, assembled ready to 
install; operator unit and driveway post 
unit. Operator unit consists of heavy angle 
iron frame about 10 ft. long with chain 
all ready in place running around sprockets 
driven by compact powerful motor, 110 
volt, 60 cycle, A. C. Motors for other 
currents available at additional charge. 
Drive through V-belt and worm and gear. 
Attachment to door through adjustable arm 
all ready attached to chain. Special control 





switch wired to motor by BX cable. Switch 
contains circuit breaker which protects 
motor and acts as lock for door. Six feet 
of flexible rubber cable with attachment 
plug permits plugging into any ordinary 
light socket. Driveway post includes thumb 
piece and cylinder lock in heavy casting on 
1” galvanized pipe standard. Connected 
mechanically to ingide switch by special 
wire running through 3/16” brass tubing. 
Thirty feet of tubing furnished permitting 
location of post not more than 20 feet 


from garage. Connections between motor 
and switch made at factory, all others are 
mechanical, permitting any carpenter or 
mechanic to quickly install operator. Two 
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sizes, E4131-D1, up to and including 8’ by 
8’, E4131-Fl for doors not over 8’ high, 
up to and including 16’ wide. The Stanley 
Works, New Britain, Conn. 


Acco Chain Door-Guard 


A carded item. When it is slipped in 
place the door cannot be forced open 
and the guard cannot be reached or 
tampered with from the outside, says the 
maker. It can be installed in a few mo- 
ments. Mounted on an attractive display 
card, complete with bracket and screws. 
American Chain Co., Inc., Bridgeport, 
Conn. 


Russell Electric Offers 
*““Hold-Heet” Air Filter 


Suitable for hot air furnace and other 
installations. Filter is of rigid self sup- 
porting type having steel frames with 
expanded metal sides and fine fibrous filler. 
Filters may be supported at ends only if 
desired as the metal frame is not weakened 
by moisture, nor will it sag under air 
pressure, says the maker. Odorless coating 
which has minimum change in viscosity 
with considerable change in temperature 
will not get hard nor fail to catch dirt 
when cool, says the manufacturer. Combi- 
nation of tortuous path with extensive 
exposure surface, coated with viscous ma- 
terial for entrapment of dust and dirt is 
reported to give cleaning efficiency and 
dust holding capacity that are the maxi- 
mum for this type of filter. Bulletin No. 
402 describes these filters and gives data 
on ratings and performance. Russell Elec- 
tric Co., 378 W. Huron St., Chicago, II. 
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McKINNEY Carded Hardware 


Displayed on open tables, McKinney Carded Hardware commands instant atten- 
tion and sells itself. 

The McKinney line comprises 32 quick-selling items mounted on attractive 
cards, complete with screws, to re- 
tail at 5 and 10 cents per card. 
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° [he All items are finished in either 
: Dull Brass or Cadmium to meet 


the popular demand. 
















Packed 1 doz. of each of the 32 items in a box—12 boxes in a carton. Every item 
a fast-moving staple. Popular assortment packing in Lot A and Lot B. Send 
for Folder and Discounts. 


McKINNEY MFG. CO., N. S. PITTSBURGH, PA. 
































In Miami Beach itr 


The Heetuood | °Sews CAD | 
| St, Capra SCREWS | 


Special Automatic Screw 
Machine Products 


BOLTS, NUTS, CHAINS 
| Escutcheon Pins 
4 Speedometers Tachometers 
i THE CORBIN SCREW 
CORPORATION 
THE AMCRICAN HARDWARE 
CORPORATION, SUCCESSOR 


Opening for the Winter Season 
January first. European Plan. 


An Exclusive Winter Resort Hotel, on 

iscayne Bay, with Ocean Bathing, a 
Private Dock and every facility for the 
comfort and entertainment of its exclusive 
and discriminating clientele. 


Rates Double from $8.00 to $20.00 per day. 
A la carte service and Fixed Price Meals. Poet mat 









New Britain, Conn. 


Warehouses: New York 
Chicago Philadelphia 







Other DeWitt Operated Hotels include: 


In Cleveland Its ° 
THe HOLLENDEN 


In Chi is 
THe LASALLE 
Columbus its 
THE NEIL HOUSE 
fn Akron Its 
THe MAYFLOWER 
* 








FENWAY HALL, 

Cleveland's High Class 
Residential Hotel is, 
also under 
DeWitt 
Manege- 
ment. 


















Good Window Displays««««««« «««« «« « « « 


Do you realize that no one factor will And many dealers who require their own 
draw people to your store like attractive copy of Hardware Age find it highly profit- 
able to subscribe to extra copies for their 


window displays of seasonable merchandise? 
sales force. 


Hardware Age is continually reproducing The cost, $1.00 per year, is returned over 
such window displays—its representatives and over in better windows and increased 
are always on the lookout for new ideas. trade. 


HARDWARE AGE, 239 West 39th Street, New York City 
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Blackstone Model E 
Washing Machine 


Has a full size, triple coated, white 
porcelain tub, one piece construction with 
depressed bottom assuring quick and com- 
plete drainage. Has three-vane, high blade, 
special Blackstone water circulator and 





automobile type control lever for starting 
and stopping circulator. Improved Lovell 
side bar release wringer with special Black- 
stone safety features. Large, semi-hard, 
rubber cushioned casters. Shipping weight, 
crated, 168 lbs. List price, $69.50. The 
Blackstone Mfg. Co., Jamestown, N. Y. 


Universal Electric 
Coffee Percolators 


Puritan pattern chromium plated model 
available in six cup, E7276-and 9 cup, 
E7279. Puritan pattern model illustrated. 
No. E7276 draws 400 watts while E7279 
draws 420 watts. Both models have black 
handle and patented safety fuse plug. 
Equipped with quick acting pump which 
starts circulating water quickly after cur- 
rent is turned on.. Universal cone _per- 





forated spreader plate so distributes liquid 
through coffee that full-flavored beverage is 
obtained with one-third less coffee, says 
the maker. Pilgrim pattern, chromium 
plated, has black handles and six cup ca- 
pacity. Wattage, 420. Both models have six 
foot art silk cord. Packed one in a carton, 
six in a unit package. List prices, Puritan 
model, $7.50, Pilgrim, $6.95. Landers, 
Frary & Clark, New Britain, Conn. 


“X Ring” Centrifugal 
Bullet Trap 

Designed for close-range shooting, in- 
doors or out, it is made in three sizes, for 
22 to .45 caliber. Bullet lead comes out 
perfectly clean for use in reloading, says 
the maker. Vibrationless 3-point standard, 
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easily and quickly adjusted for either prone 
or off-hand shooting. Two shock absorbing 
lamp brackets furnish illumination for 
targets. Complete descriptive circulars and 
dealer discounts available from N. R. A. 
Service Co., 827 Barr Bldg., Washington, 
D.C 


“O.K.” Jr. Round Dies and 
Die Stock Assortment No. 1 


A combined display and stocking assort- 
ment. Comprises: 31 “O. K.,” Jr. round 
dies 13/16 in. O. D. in most commonly 
used machine screw and fractional sizes, 
6 No. 13 “O. K.,” Jr. adjustable guide 
stocks. Attractive lithographed metal dis- 
play stand, in red, black and gold with 
easel back, The maker states that these 
die stocks which insure easy starting and 


New OK Adjustable Guide Die Stock 
OK Round Adjustable Dies 
ve Oe 











cutting of straight, accurate threads, are 
fastened to front of the display stand by 
metal clasps. One die of each size fastened 
to front of display stand by threaded stud 
which goes through stand and holds stock 
of dies on back. Dies list at 40c each, 
stocks at 90c each. Assortment is neat, 
compact and requires very little counter 
space. Descriptive matter on assortment 
available. Greenfield Tap & Die Corp., 
Greenfield, Mass. 


Ki-Co Electrified 
“Dolly’s House” 


Of fibre board with three cellophane win- 
dows. Measures 19% x 12 x 18 in. Fin- 
ished in red and green with realistic ap- 
pearance of rugs on floors, vines on outer 
walls. Shipped knocked down, individually 
packaged in cartons of 24. Has 7%-in. 
tube with two dry cell batteries, light on 


one end and wire to end of which is at- 
tached another light. Tube suspended 
from roof of house (inside) as a chande- 
lier would be. Switch in form of screw 
protrudes through roof, also supporting 
battery container. Wire from tube con- 
nects with light over front door. Both 





lights controlled from single screw. Dealer 
cost, one gross or more, 55c each, less than 
gross, 574%4c. Suggested retail selling 
price $1.00 east of the Mississippi. J. 
Warren Wiley, 200 Fifth Ave., New York 
City, manufacturers representative. Made 
by The Keickhefer Container Co., Delair, 
My. 5 


Hygrade Lamp 
Display Stand 


Combines flashing colors to attract atten- 
tion, and a display of the more popular 
types of-Hygrade lamps as well as a handy 
stock of lamps. Metal cabinet, finished in 
Hygrade green, white and red enamel and 
measuring 36 inches by 46 inches. Color 
rotor operated by heat of lighted lamp 
throws constantly shifting flood of rainbow 
colors through bulbs in four central com- 
partments on top. Eight open display bins 
hold eight different types or sizes of lamps. 
Storage space below holds reserve supply 
of 20 to 30 cartons. Two testing sockets 
on top. Cabinet shipped knocked down 
but completely wired. Sold at less: than 
cost to dealers. Hygrade Sylvania Corp., 
Salem, Mass. 
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Sheffivit- DUO-JARS 





GOLD OR ALUMINUM ENAMEL 
“4 twist of the wrist and it’s open” 


Most revolutionary improvement in the history 
of Combination Bronze Packages. A standout 
sensation in looks and value. Priced below 
competition, this new modern package sells 
on sight. Contains the finest gold leaf 
finish powder, and an improved heatproof 
bronzing liquid. 

Order from Your Jobber 

Jobbers: Write for Discounts 


THE SHEFFIELD BRONZE POWDER & STENCIL COMPANY 
5817 Kinsman Road, Cleveland, Ohio 
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Rapid Turnover! 


Dealers find STAR Heel 
Plates the quickest mov- 
ing, best selling heel 
plates they ever stocked. 
One stock doesn’t last 
long—they’re noted for 
“Rapid turnover.”’ None 
better made or better 
known. You’ll find 


STAR Heel Plates SELL Fastest 


right now when Winter weather wears heels down 
quickly. 9 sizes to fit smallest to largest shoes. 14 gross 
pairs in box. Also 3 pairs assorted on cards. Sold by 


Leading Jobbers. Send for Samples and Prices. 
STAR HEEL PLATE co.. Newark, N. J. 











@ Because this famous “Ted the 
Tester” sign means satisfaction to 
your customers it means profits for 
you. With Wooster Brushes in your 
stock and Wooster signs in your store 
you are all set to capture ‘the brush 
business of your town. See your job- 

“For _ ber or write to 

good THE WOOSTER BRUSH COMPANY 

aed Wooster, Ohio 


. WOOSTER 
sss, BRUSHES 


SE IN ANYTHING 








POULTRY SUPPLIES 


MOE’S LINE 


Moe’s Top-Fill Winter Fountain provides 
plenty of pure water at the right tempera- 
ture. Increases the egg yield, and con- 
tributes to the health and comfort of the 
flock. 


All parts accessible, easy to clean, and 
economical to use. The kerosene heater 
will burn a week without filling. Fountain 
is used without heater in Summer. 
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One of none fine items in “‘Moe’s Big Line.” 
Wnite for Catalog and Prices. 


HoEFT & COMPANY 


2305 Davis St., North Chicago, III. 








COBBLER 


by 
PLYMOUTH 


COBBLER OUTFITS and Shoe 
Lasts and Stands are in big de- 
mand right now. Shoes are worn 
longer—men are “‘half-soling their 
own.” Display Plymouth Cobbler 
sets on your counter and in your 
window and watch them sell. 
Plymo uth Products also include 
“Gem,” “Little Giant,” ‘Never 
Fail” and “R & H” Corn Shellers 
and “Rapid” and “Korn King” 
Grist Mills. Write for catalog 
and low prices. 


THE FATE-ROOT-HEATH CO. 
1332 High St., 
Plymouth, Ohio 


OUTFITS 
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BOOT, SHOE 
COBBLER nar aies 
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More Than Half 
A CENTURY OF PROGRESS 


For over 50 years, Sallee has been producing 
fine Hickory Handles. Time has demon- 
strated the merit that quality has proved! 


SALLEE BROTHERS 


Hickory Handle Manufacturers 
R R. 
f Pocahontas, Ark. 


“From treadmill to modern plant production” 
WE 00 On PaRT 
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Famous for 25 Years 
































ACID CORE SOLDER 
ROSIN CORE SOLDER OMBILIATION 


SOLDERING 21 TINNING 


LIQUID FLUX 
SOLDERING PASTE FLUX 


FOR ALL METAL 







| FREE SAMPLE pa ts 
A§, WRITE FOR YOURS TODAY. The Ruby Chemical Co. ‘ 
| USE COMPANY LETTERHEAD. commons 


| | SOLDEE, H 
THE RUBY CHEMICAL CO. 
58 McDowell St. 
Columbus Ohio 
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All Sizes: % Pints 
to Barrels 


1 .. 5 |b., 
20 Ib. spools 

















Westclox “Siesta”’ No. 414 


An attractive thin model alarm clock, in 
black with nickel trim. Stands 4 in. high 
and has modernistic dial, non-breakable, 
convex crystal. One day movement. Alarm 








gives brief warning, then rings again 10 
minutes later. Convenient push-in alarm 
shut-off. Packed in attractive package. 
Attractive small display card in colors fea- 
tures second ring. List price $2.95. West- 
ern Clock Co., La Salle, Il. 





“Perfection” Self-Aljgning 
Flush Valve Rod 
A device which stops water waste in 


toilets by automatically seating the flush 
ball properly at all times. Said to bring 


g 


Flexible 
Joint ! 
»—> 








a quick, long lasting end to the annoyance 
and water loss of leaky valves and is made 
to fit any type of flush ball. Installation 
takes a few moments, using simple instruc- 
tions supplied with rod. Suggested retail 
selling price 20c. DuCharme Products, Inc., 
Western Reserve Bldg., Cleveland, Ohio. 





Adjustable Automatic 
Waffle Maker 

Has an automatic soft signal light which 
glows while grids are preheating and goes 
out when proper baking temperature is 
reached. When batter is poured light 
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shines steadily while waffle is baking and 
goes out when waffle is done. Lever for 
light, medium or dark. Low Boy pattern, 
black handles and feet, No. E7124, chromi- 
um plated, 660 watts, A.C. only. Has 6 ft. 





art silk cord. Weight when packed 7% 
Ibs. Individually packed, three in unit 
package. List price, $8.95. Landers, 
Frary & Clark, New Britain, Conn. 


“Rumpus Set” of 
Liquor Bottles 

Packed in special gift box, paper-covered 
and embossed to resemble red _ leather. 


Decorations in black and colored enamel. 
Decorated gin, rye and Scotch bottles may 








be replaced by one decorated “Bourbon.” 
Recipe card titled “Gloom Chasers” given 
with each set. The Federal Glass Co., 
Columbus, Ohio. 


Brannon Appliance Corp. 
Offers A Jig-Saw 


For trade schools, home workshops, etc., 
uses the magnetic principle of power. 
Blade makes 7200 strokes per minute and 
is designed for fine and fast work. Uses 
5-inch pin type blades and operates on 
110 volts, A.C., single phase current, 50-60 
cycles. The maker states that it will cut 
hard wood up to one inch in thickness as 
well as light metals. Has no rotating parts 
or bearings of any kind. Blades replace- 
able at an inexpensive price, says the 
maker. Brannon Appliance Corp., Howell, 
Mich. 
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Plymouth Rope Sales-Maker 


A display fixture for exhibiting rope in 
the store and facilitating its sale. With 
this fixture no change is necessary in the 
usual storage method used for rope. Rope 
is brought up through floor into display. 
Combines a complete and compact rope 
department in itself with a range of sizes 
immediately at hand. Has accurate meas- 
uring device and rope cutter, rope being 
pulled through gage and desired number 
of feet acéurately recorded on a dial. De- 
signed to sell greater variety of rope sizes, 
save time in its handling. The maker points 
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out that it is especially adapted to the 
sale of rope by the foot instead of by the 
pound. For limited time the company is 
making a special offer to dealers. Accom- 
modates 12 sizes of rope, from % inch to 
1 inch diameter. Stands 62 inches high 
by 34 inches wide and requires floor space 
34 inches by 16 inch. Packed completely 
assembled. Illustrations show front and 
back of unit, measuring device being lo- 
cated on back. Plymouth Cordage Co., N. 
Plymouth, Mass. 
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[EPAGE'S 


LEPASE'S CASEIN GLUE 
LEPAGE’S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE’'S COLD WATER WALL SIZE 
LEPAGE'S WATERPROOF CEMENT 
LEPAGE'S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 





THE MOST 
WIDELY 
ADVERTISED 








Back of Nicholson Files, or'rather 
in front of them, is the most 
comprehensive advertising cam- 
paign devoted to any single tool. 


FILES 


Let this advertising create sales 
for you. 


At your jobber’s. Nicholson File 


Company, Providence, R.1.,U.S. A. 





CHOLS, 
\ 
“Gen Genwi? NICHOLSON, FILE 


PuRPOSE 





LOOK FOR THE TRADE MARK 
ON THE SHANK OF THE BIT 






_ WOOD BORING T00 


Sole Manufacturers of the 
Genuine Irwin Bit Since 1885 





The Irwin Auger Bit Company 





Wilmington, Ohio 





MOLDED RUBBER GOODS 


r ne leds 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to manu- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP COMPANY 
370 Atlantic Ave., Boston, Mass. 
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Women buy them 
wherever shown 


They are ready sellers and constant repeaters, because 
they are so attractive, so easy to use, and can be in- 
serted in walls or woodwork with a hammer. The new 


Moore 
Aluminum Push-Pins 


are favorites for fastening pictures and things to walls 
or woodwork. 


k 
In Window- 
6 for 10 Cents Front Packets 
Simply show our small Counter Display, holding 
one dozen packets. It will sell itself quickly. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. PHILADELPHIA, PA. 












\A/e are manufacturers and distributors under the original 
Grady patent-- STOCK GRADY WEDGES for an ex/ta 
profit at your Tool Counter 
LANDON P. SMITH, INC. 
Irvington, N. J., U.S.A. 


MEETING EVERY DEMAND 


Through the constantly changing conditions of 
the past seventy-nine years Clark Bros. Bolts 
have met every need and demand. Both from 
the Retailer’s and the User’s standpoint Clark 
Bolts are the most economical. 


Have you a copy of our new catalog? 
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CLARK BROS. 


BOLT CO. Milldale, Conn. 








N TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) s a O10) .0 D 


SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality forits particular use. 


“There 1S a Difference in Sash Cord” 


OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 
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CLASSIFIED ADVERTISING 
RATES 





Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 











Use the “‘Classified Opportunities Section” to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Help Wanted,” “Business Oppor- 
tunities,” “Sales Accounts Wanted” and 
“Sales Representatives Wanted” advertise- 


ments. 
— 
Set Solid, Minimum of 50 words..... $3.00 
Each additional word.........++. .06 
All Capitals, Minimum of 50 words.. 4.00 
Each additional word........ -06 


Allow Seven Words fer Keyed Address. 





Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED DISPLAY RATES 


1 fmele occ ccccccccccccvccccccccs oS 


Each additional inch .......- sees 4.00 





Discounts for Classified Advertising 
4 insertions. 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 
ments. 





HARDWARE AGE is published every other 
Thursday. Classified forms close Nine Days 
previous to date of publication. 





dress your advertisements and repiles te 
HARDWARE AGE, Classified Sener eertics, 
239 West 38th St., New York 





BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 


POSITIONS WANTED 





SALES MANAGER WANTED to develop 
and direct marketing of high-grade patented hard- 
ware specialty in great demand. Comprehensive 
general sales promotion experience required. 
Executive connection offered to right party able 
to make nominal investment in Pennsylvania 
Company. State qualifications fully to secure 
prompt interview. Address Box B-281, care 
Harpwarr. Ace, New York City. 





FOR SALE—HARDWARE STOCK AND 
FIXTURES. Old-established business now op- 
erating. Best location in town of 5,000. Heart 
of Michigan fruit belt. Heavy summer resort 
business. Wonderful chance for live wire. This 
business must be sold before December 16. Ad- 
i Howard Englesby, Receiver, South Haven, 

i nigan. 





S. SALES ACCOUNTS WANTED 


WANTED ONE ADDITIONAL LINE ON 
commission basis by salesman with 15 years’ 
intimate acquaintance with buyers of leading 
hardware, sporting goods, jobbers and wholesale 
leather finders throughout New York, Pennsyl- 
vania, Ohio and Michigan. Travels by own 
car. Address Box B-285, care Harpware Ace, 
New York City. 


SALES REPRESENTATIVES WANTED 


RESPONSIBLE MANUFACTURER WANTS 
EXPERIENCED SALESMEN to sell oil cans, 
sprayers, steel drums, and other items to whole- 
salers and manufacturers in Pennsylvania, Mich- 
igan, Northern Ohio, Pacific Coast, commission 
basis only. Should handle few other non-com 
petitive lines. Give age, references, experience, 
past and present connections first letter. Address 
Box B-289, care HarpwarE AGE, New York City. 




















MANUFACTURER. OF FAST SELLING 
NEW low priced Patented Home Necessities 
wants representatives on a commission basis in 
every state in the Union to call on jobbers, mail 
order houses, chain stores, large department 


stores and premium stores. No competition. 
Write -in detail your experience and_ territory 
traveled. Address Box B-292, care Harvwarr 


Ace, New York City. 





SALES REPRESENTATIVES WANTED 
TO SELL popular, complete line of range oil 
burners utilizing electric ignition, including do 
mestic hot water units and an amazing new circu- 
lating heater. Attractive proposition. Reputable 
organization. Fine profit possibilities. Exclusive 
territories. Monitor Utili ~~ Corp., 43-00 ‘Cres- 
cent St., Long Island City, N. Y. 





SPECIALTY SALESMEN WITH: FOLLOW- 
ING IN wholesale and retail hardware and auto 
accessory field for a line of first quality hand 
chrom platers and all purpose mending cement. 
Exclus've territories open. Full cooperation and 
lucrative commission. Give full details in first 
letter. Address Box B-287, care Harpware AGE, 
New York City. 





TRAVELING SALESMAN REGULARLY 
COVERING FIXED territory calling on retail 
hardware dealers, to handle a new type shrubbery 
trimmer on a commission basis. Satisfactory 
references required. Address Box B-288, care 
Harpware Ace, New York City. 





“ASPHA” BRANDS AND SERVICE with 
established clientele desires reliable manufacturers’ 
direct representation to Connecticut, Rhode Island; 
Utilities, Industrials, Institutions. Address 314 
Crown Street, New Haven, Conn. 
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OPPORTUNITY FOR SALESMEN calling 
on hardware and department stores to earn extra 
commissions and build profitable repeat business 
with outstanding line of quality iron pipe fittings. 
Give complete information as to experience, lines 
carried and territory covered, in first letter. Ad- 
dress Box B-276, care Harpware AGE, New 
York City. 








POSITIONS WANTED 


_MR. RETAILER OR JOBBER would you 
like to secure an experienced hardware execu- 
tive above the average? You can do so, on short 
notice. So read this through. There is a hard- 
ware executive with thirty years’ experience in 
retail and wholesale hardware, mill supplies, 
plumbing supplies, farm implements, builder’s 
supplies, cutlery, sporting goods, hotel and 
restaurant supplies, as buyer, sales and collections, 
hold:ug positions with large important hardware 
jobbers for several years. Well posted in all 
departments retail and wholesale hardware prac- 
tice. He has been out of the hardware business 
for a short time but would like to get back with 
a firm where his loyalty and ability would count. 
He is after a permanent place and nothing else 
will do. In good health and single. Those in- 
terested kindly write—Box B-254, care E‘arpDwARE 
Acre, New York City. 











Letters of Recommendation 
From Leading 


hardware jobbers, a Chamber of Commerce, a 
Rotary Club, and competitors, plus former 
employers, credit the applicant as an execu- 
tive of high caliber. Formerly connected with 
a Chicago jobber for sixteen years—ten years 
as sales manager. Three years as manager 
of the largest retail hardware store in the 
West, leaving because of change of ownership. 
Applicant is not much concerned about im- 
mediate earnings but depends entirely upon 
producing qualifications. While interested in 
executive position, activity,is of major im- 
portance, hence a sales position will also be 
seceptable. 
Address Box B-291 
care of HARDWARE AGE 
New York City 














HERE IS A CHANCE TO obtain man with 
executive ability who knows hardware, house- 
furnishings, g ‘and~ electrical supplies. 
For many years owned own business and can 
buy, sell or manage. Forty years of age, single, 
willing to locate in any part of country. Com- 
pensation secondary consideration. Main object 
right party. Can furnish references from jobbers 
and bank. Address Box B-286, care Harpwarr 
Act, New York City. 








JOSBER’S SALESMAN WITE' TEN 
YEARS’ experience selling hardware, electrica! 
specialties, housefurnishings, and plumbings de- 
sires new position. Thirty years of age. Inti- 
mate acquaintance and following with leading 
dealers in Brooklyn and Hudson County, New 
Jersey. Can guarantee accounts I have sold. 
Address Box B-284, care Harpware Ace, New 
York City. 








BUYER, or similar work, with many year’s ex- 
perience in hardware, mill supplies and heavy 
hardware, is open for position. Have fine ac- 
uaintance with factories and source of supplies. 
Considerable selling experience. Position desired 
in Eastern states or locality. Address Box B 
263, care Harpware Ace, New York City. 








Hardware Personnel 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLESALE RETAIL 


Men and women are registered in this bureau who 
can successfully fill any position listed below.. Well 
recommended and trained in their occupations. 
MANAGERIAL DEPARTMENT 

Assistant managers, department managers. 
SALES DEPARTMENT 

Assistant sales manager, salesmen, inside and 

outside, sales correspondents, price clerks, order 


clerks. 
PURCHASING DEPARTMENT 

Buyers, pick up boys. - 
OFFICE MANAGER 

Cashier, bookkeeper, stenographers, clerks, mail 


clerks. 
SHIPPING DEPARTMENT 
Shipping clerks, assistants, truck or chauffeurs, 


Toni 
STOCK yaw tg 
Stock men, 0 pickers. 
ADVERTISING. ‘AND PUBLICITY 
bay compilers, circular layout- men, ma- 


chine _ operators. 
CREDIT ‘DEPARTMENT 
Credit men, seslstant collectors. 
BILLING te ag bill hi 
ing clerks, machine operators. 
RETAIL DEPARTM MENT 
Managers, assistants, cashiers, counter clerks, 
store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men, 


NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


This is the only employment agency which special- 
izes in the hardware and allied industries. 


Associated Placement Bureau 


152 West 42nd Street, New York City 
Wis. 7-1802, 1803 











SALES EXECUTIVE with many years 
successful sales and sales a experi- 
ence, contacting with hardware jobbers and 
supply dealers throughout the United States, 
is available for position with manufacturer 
distributing his products through these 
channels. Not interested in any commis- 
sion proposition or investment. Address 
Box B 266, care Harpware Ace, N. Y. City. 














EXPERIENCED TRAVELING SALESMAN 
TWENTY YEARS selling to wholesale hard- 
ware, auto, mill, mine, plumbing and_ sporting 
goods jobbers, railroads, large industries, mail 
order and chain outlets. Wishes to sell for man- 
ufacturer. Active, honest, clean cut. Good refer- 
ences furnished. Address Box B-293, care 
Harpware Ace, New York City. 


HARDWARE MAN EXPERIENCED in the 
following lines, capable of taking charge—build- 
er’s hardware, tools, pipe and fittings, factory 
supplies, paints, brushes, fishing tackle and sport- 
ing goods. Address Box B 261, care HarpWaRE 
Ace, New York City. 


SALESMAN, EXPERIENCED, LIVING IN 
OHIO. Desires to make a connection with a repu- 
table manufacturer. Good references as to record, 
ability and character can be furnished. Address 
Box B-290, care Harpware AGE, New York City. 


~ EXPERIENCED WHOLESALE’ HARD- 
WARE SALESMAN (20 years) buyer and man- 
ager sporting goods store, would like to line up 
with sporting goods, wholesale or retail. At 
present time out of employment. Address Box 
B-280, care Harpware Ace, New York City. 











HARDWARE AGE 
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THE ADVERTISERS INDEX is published as a conven 


enience 
No allowance will be made for errors or failure to 1 


and not as a part of the a 2 aaenat, Every care will be taken to index correctly. 





CLASSIFIED OPPORTUNITIES eee 





POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 





FACTORY . REPRESENTATIVE, YEARS 
OF EXPERIENCE, highest references, free to 
travel, salary or drawing account. For five years 
traveled the fifteen middle western states, Den- 
ver, Colorado to Duiuth, Minn., west of the 
Mississippi, calling on the hardware and electrical 
jobbers, utilities, department stores, etc. Chicago 
headquarters. Willing to locate anywhere. Ad- 
dress Box No. 7519-a, Harpware Ace, 802 Otis 
Bldg., Chicago, Ill. 





HARDWARE MAN—forty-three years old, 
sober and industrious, twenty years’ experience in 
wholesale and retail hardware, open for a posi- 
tion with reputable retail firm where work and 
integrity will be rewarded. Can furnish first- 
class references as to honesty and ability. Will 
go anywhere, middle West or South preferred. 
Address Box B-239, care Harpware Ace, New 
York City. 





SALESMAN OPEN FOR PROPOSITION 
to represent manufacturer or jobber in New 
York City and local territories. Over fifteen 
years’ experience and favorably known to the 
hardware trade. Can furnish first-class refer- 
ences as to ability and character. Address Box 
B-279, care Harpware Ace, New York City. 


DECEMBER 7, 1933 





EXECUTIVE AND SALES EXPERIENCE. 
Have had over twenty years’ active service in 
office and advertising management as well as 
traveling experience. Have contacts with the 
hardware trade in practically every state having 
covered the territory many times. Can furnish 
the best of references. Location of headquarters 
wherever desired. Address Box B-275, care 
Harpware Ace, New York City. 





TRAVELING SALESMAN—A hard-working 
producer, with wide acquaintance among Southern 
jobbers and large retailers. Full knowledge and 
experience in shelf and heavy hardware, mill, mine 
and contractor’s supplies, and building material. 
Can get results under existing conditions. Ad- 
— Box B-272, care Harpware Acre, New York 

ity. 





THOROUGHLY EXPERIENCED RETAIL 
HARDWARE MAN seeks position near New 
York. Twenty years’ experience as store man- 
ager and confidential man. Former employer now 
deceased and business liquidated. I can help you 
make the most of the sales opportunities in your 
trade area. Address Box B-294, care of Harp- 
ware Ace, New York City. 





SALES EXECUTIViE—Available November 
first, reliable, hard working, experienced producer 
with retail-and jobbing contacts in middle western 
territory. With present employer last twelve 
years. Desires connection with or representa- 
tion of well-rated manufacturer. Age 43. Can 
handle correspondence, salesmen and office detail. 
An expert in modern retail merchandising and 
can furnish ipamastionsite references. Address 
Box No. 751 , Harpware Ace, 802 Otis Bldg., 
Chicago, Til. 





SAL ESMAN now residing in Connecticut, with 
eighteen years’ acquaintance with eastern dealers 
and three years with trade in middle and south- 
west is seeking any kind of position, anywhere. 
Am forty-two years old, Christian, married, and 
have traveled for both wholesalers and manu- 
facturers. Address Box B-271, care HarpWarE 
Acer, New York City. 





A CAPABLE AND CONSCIENTIOUS 
SALESMAN who called on the Southern hard- 
ware jobbers for over fifteen years seeks em- 
ployment with drawing account sufficient to cover 
expenses. Address Box B-282, care HARDWARE 
Acre, New York City. 
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Ideal For General Wrench Work 


Coes “Knife-Handle” Wrench is ideal for general shop 
and home use. Powerful grip—will tighten or release 
any nut within jaw capacity. Known since 1841. Backs 
up its quality with lasting service. 7 sizes: 6 in. to 21 in. 
Smallest size opens to 7 in.; largest size to 4% in. 
Keep supplied. 

Ask your Jobber 


BEMIS & CALL CO. 


Springfield Mass. 





Genuine Sandvik 















Together with the OBERG FILES combine the 
necessary features of durability and fast cutting. 


From Your Jobber or Write: 


SANDVIK SAW & TOOL CORPORATION 


109 Lafayette Street 740 North Washington Ave. 
New York, N. Y. Minneapolis, Minn. 








BOX IN GREEN AND RED 


DIAMOND 


HOLIDAY 
TOOL SET 


and a single end adjust- 
able wrench. Tools nickel 
plated and highly buffed. 
A colorful display for 
your counters and just the 

HE special thing to offer searching 

green and gift buyers. Decorations 
| | red Christmas carton holds easily removable for after- 











two “Motor Special” Pliers Christmas business. 


DIAMOND CALK HORSESHOE CO. 


4622 Grand Ave. Duluth, Minn. 














. | ) CLANCY Galvanized 
A ae HOSE CLAMPS 


“EASY ON THE HOSE” 








Cow 
Leak-Tight 
Rust-Proof 

Cow 


Standard of the World 
for 40 Years 
ow 


All Sizes 
Prompt Shipment 
Ask Your Jobber 


J. R. CLANCY, Inc. 


Syracuse, New York 























The BOSTON LINE of Garden Hose 


EETS every garden hose need. 7 stand- 

ard nationally known brands of plied 

and moulded hose. Each 
brand a leader in its own 
price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 

















BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge, Mass. 
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BALTIMORE MARYLAND 


.P BRUSH-NU COMPANY , " 
(==) ns 














To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 


HARDWARE AGE 
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DECEMBER 7, 


Order U. S. Lawn Hose before prices go up. 
Protect yourself now against any possible fu- 
ture advances. Now is the time to put yourself 


in a position to realize real profits. 


Lawn Hose sales are almost certain to show a 
sharp sales rise this spring and summer. Better 
times will bring back active enthusiastic inter- 


est in neglected lawns and gardens. Get ready! 


U. S. Lawn Hose has always been famous for 
superior quality at low cost. In this hose there 
has never been acheap compromise in materials 


or workmanship. 


Furthermore, behind U.S. Lawn Hose there’s 
a hard-hitting, thorough-going new merchan- 
dising plan with some extremely novel and in- 
£ | y 
teresting new advertising angles. It will put 
profits in the pocket of every live U. S. Lawn 
Hose dealer. Buy NOW! 
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UNITED STATES RUBBER Company | 
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Shapleigh National Series No. 1832 


We will send free to customers, on request, a copy of the above, printed on high grade paper, in colors as shown, suitable for framing. 











